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CENTRAL STATES LIFE 
INSURANCE COMPANY 


ST. LOUIS, MO. 





Insurance in Force $58,000,000.00 





JAMES A. McVOY 
Vice-President and General Manager 





THE TRAVELERS 


INSURANCE INDEMNITY 
COMPANY COMPANY 


HARTFORD, CONNECTICUT 


THE TRAVELERS INSURANCE COMPANY 


New Life Insurance Paid For 1919. . . $ 512,981,127 
SAIN. hoc Sets 299,512,205 


Life Semniiies in ey $I, 154, 223,735. 


Accident and Health Premiums 1919 7,666,725 
Gain.. eee eectrneas 1,378,935 


Compete and ar Premiums 1919.. 30,839,908 
Raa ci ene ay t's 3,877,200 


THE TRAVELERS INDEMNITY COMPANY 


Total Paid Premiums 1919.................. $ 5,845,284 
Increase Premium'Income.................. 2,010,035 











THE COLUMBIAN NATIONAL LIFE 


INSURANCE COMPANY 


Boston, Massachusetts 


ARTHUR E. CHILDS, President 


LIFE, ACCIDENT, and HEALTH INSURANCE 


Low Guaranteed Rates. 





The Fireman’s Fund 
is in the front rank 
in fire, marine and 
automobile insurance. 











| PAN-AMERICAN 
LIFE INSURANCE COMPANY 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 


Total Resources Dec. 31, 1919, over $7,500,000.00 
Insurance issued during 1919, over $26,000,000.00 
Insurance in force Dec. 31, 1919, over $70,000,000.00 


The Pan-American Way 


In keeping with the higher Ideals and Ethics of the Business, 
the Pan-American does not séek to employ agents of other 
companies, but by interesting men of intelligence, character 
and clean record, instructing them by correspondence, and as- 
sisting them in the active co- operation of specially trained men, 
it has built up a field organization that is prosperous and con- 
tented. 

What these agents are doing, you can do, if you have the 
Will—the Pan-American Way is open to you. 


*° Address: E. G. Simmons, Vice-President and General 
Manager, New Orleans, La. 











A Progressive SURETY and CASUALTY Company 
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THE SPECTATOR 


Tue Spectator, established in 1868, is a weekly 
journal devoted to promoting the best interests of 
trustworthy insurance of all kinds. The subscription 
price for the United States, Canada and Mexico is 
Four Dollars per annum, postage prepaid; to all for- 
eign countries in the Postal Union, Five Dollars. 


THE SPECTATOR COMPANY 
PUBLISHERS 


135 WILLIAM Street, New York 
Arthur L. J. Smith 
President 
Harry W. Barnard 
Second Vice-President 
Loughton T. Smith 
Secretary 
Sholto D. Kirk Fred B. Humphrey 
Assistant Treasurer Assistant Secretary 
Telephone, Beekman 4600 (4 trunk lines) 
WESTERN DEPARTMENT 
Insurance Exchange, Chicago. Telephone, Wabash 531 
Sole Selling Agents in America for the publications 
of Charles & Edwin Layton of London, England. 
Copyright. 1921, by The Spectator Company, New York 
Entered as second-class matter June 23, 1879, at the 
Post Office at New York, N. Y., under the’ act of 
March 8, 1879. 


Charles H. Nicoll 
Vice-President 
Robert W. Blake 
Treasurer 
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HE Lockwood Committee of the New 
York State Legislature 
investigating the high cost of building 
in the State, and es} 
City. It has hitherto strictly confined iis 
work to those organizations directly con- 
nected with the building trades, but an 
effort is now under way to enable it also 
to investigate organizations which finance 








has been 


vecially in New York 


These are chiefly 
banks and The 
several branches of the insurance busi- 
are specifically and 
is asked to investigate fully and 


building operations. 

insurance companies. 
ness mentioned, 
power 
report upon the organization of the vari- 
ous companies, their management, con- 
luct, business operations, and past anil 
present investments. Though the last 
mentioned phase is probably the most 
interesting to the committee, it is re- 
ported that compensation rates will also 
come within its purview. While com- 
pensation ratés may have some bearing 
upon the cost of building, they can at tie 
best be but a minor factor. [*urther- 
more, the rates in use are established by 
a central rating bureau working along 
strictly scientific lines, and are approved 
by the Insurance Department before 

being promulgated. The strictest investi- 
gation of their affairs could not 
the underwriters any sleepless nights, 
but only annoyance at the interference 
with their daily routine. Some mention 
has been made of the differences in the 
compensation rates of New York and 
New Jersey. Differences there are, but 
the committee need look no further than 
the laws of the two States to appreciate 


cause 


the principal reason for those differences. 
the laws of New York require 
in excess of those demanded in 


benefits 
greatly 
New 
country is as closely guarded as that 0 
If the building 


Jersey. 


No other business in the 
f 


insurance. trades had 
been one-quarter as well supervised there 
could have been no such scandal as the 
have revealed. 


Lockwood investigators 


lf it had been been only half as weil 
hundred buildings 
would be standing in New York to-day, 
which at the present time are only on 
the architects’ blue prints. If the coal in- 
dustry were half as well supervised, does 


supervised, many 


anyone doubt but that coal these days 


would be much cheaper, and also be 


readily obtainable? Businesses which are 
allowed to develop without any restraint 
need to be investigated, but the insurance 
under watchful 
and there 


business has been the 


eye of the State for many years 
is absolutely nothing which further in- 
vestigation could reveal. 


is the supervision exercised to-day, 


Indeed, so close 
that 
the request of the Lockwood Committee 
might almost be regarded as a personal 
affront upon the Superintendent of In- 
if he has done his duty, 


urance, since, 


here is not the least need of an investi- 


cath yn. 


IRE | 

000 in the United Stat 
last, 
Commerce, 


LOSSses aggregating over $41, OOO,- 
tes and Can- 
are reported 


ada, in December 


the Journal which gives 
the total loss for the year 1y20 as $330,- 
753,925. This 
over the total loss of 


represents an increase 
1919 of over $65,- 
000,000, and exceeds the loss of 1918 by 
some $13,000,000, the 1918 loss having 
been the largest for any one 
that of 


in the history of 


year, except 
the San Francisco conflagration, 
> 


the country. However, 
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property values have increased tremen- 
dously in the last few years, and the ad- 
vance in 

doubtedly, 
increase in aggregate property loss by 


the cost of replacements, un- 

has much to do with the 
fire. If this is true, a decline in prop- 
erty values, such as has already occurred 
in many commodities, will ultimately be 
influential in bringing down the money 
values destroyed by fire, but the move- 
ment in values will also have its effect 
upon the premium income, thus preserving 
a reasonable balance between premiums 
and losses. 


A JOHN DOE investigation is under 
New York to 
whether or not any prisoners 


way in discover 
obtaining 
bail are doing so by pledging stolen goods. 
This investigation is one of the results of 
the so-called ° and its pur- 


pose is to limit the ease with which ac- 


‘crime wave,” 


cused persons have customarily gained 
their liberty on bail. There have been of 
late but few men accused of crime who 
have not been able to provide their bail. 
At the time this is written no evidence 
of guilt of this nature has been secured, 
but incidentally the several 
surety companies have been shown to 
be somewhat lax 


agents of 


in their methods of 
This 


connection 


handling their bail bond business. 
laxness has been shown in 
with the acceptance of third parties, as 
indemnitors of the companies in case their 
bonds are forfeited. It did not appear, 
in some cases, how this third party would 
have been able to provide the indemnity, 
if required to do so. It would seem 
that if there is any guilt anywhere, this 
third party would be the one to look to. 
A little closer attention to the details 
of this business might have saved the 
companies undesirable publicity. It is 
to be hoped that, for the good of the 
officials of 
doing bail-bonding business will 


business as a_ whole, com- 
panies 
look into their agency connections more 


narrowly in the future. 


Repricing.—New times develop new man- 
iiers and new conditions develop new phrases. 
Now that the word in regard to 
commodities has been somewhat over-devel- 
oped we notice that new phrases are being 
brought into requisition. The word “repricing” 
has been introduced and serves the purpose of 
conveying the idea of a lower price better than 
the old phraseology. Fortunately, in insurance 
circles we are in a position where repricing will 
not be necessary. 


“reduction” 
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To Amend Ohio Compensation Law 

Governor Cox, in his farewell message to the 
Ohio General Assembly, recommended five 
amendments to the Ohio workmen’s compensa- 
tion law as follows: 

(1) That all employers in the State be in- 
cluded under the compensation law, domestic 
employes alone excepted. 

(2) A substantial increase in the period of 
compensation. It should not be less than 
twenty-five per cent and it might well be made 


fifty per cent. . 
(3) The Industrial Commission should 


have the “absolute right to cancel the authority 
of any employer to carry his own risk,” in 
order to eliminate disputes brought about by 
refusal of employers to meet awards of the 
commission, 

(4) Protection against exorbitant legal 
fees, with a graduated schedule of fees and a 
maximum allowance might well be provided. 

(5) Raising of the amount of weekly com- 
pensation, which “measured by present stand- 
ards is too low,” and should be made $18 in- 
stead of $12 a week in maximum. 


Home of New York Shows Gains 

The annual statement of the Home Insurance 
Company of New York, of which Elbridge G. 
Snow is president, shows $62,015,139 of assets 
as of January I, 1921, with a surplus as to 
policyholders of $18,451,744, including $6,000,- 
ooo capital. These figures represent increases 
of over $7,400,000 in assets and over $2,600,000 
in surplus. 


Industrial Accidents in Ohio 
According to the report of H. C. Baker, 
director of claims of the Ohio State Industrial 
Commission, for the year ending December 31, 
there were 881 deaths caused in the State by 
industrial accidents during the year. 


Income Tax Forms 


The following forms for reporting income 
for the calendar year 1920 will be available at 
offices of collectors of internal revenue Janu- 
ary 10: 

Form 1040—Individual Income Tax Return, 
Net Income of More than $5000. 

Form 1040F—Schedule of Farm Income and 
Expenses. 

Form 1065—Partnership and Personal Serv- 
ice Corporations. 

Requests for copies should be addressed to 
collectors of internal revenue and not to the 
Bureau of Internal Revenue, Treasury Depart- 
ment. Copies of Forms 1040 and 1065 will be 
mailed by collectors to taxpayers who filed one 
of these returns last year. 

Forms 1040A for reporting individual income 
of less than $5000 and 1041, return of annual 
income by fiduciaries, are expected to be avail- 
able at an early date. 


Baltimore Underwriter Changes Hands 

Walter R. Hough, fire commissioner of Balti- 
more city and former managing editor of the 
Baltimore Star, and F. W. Lawson have pur- 
chased the Baltimore Underwriter from R. B. 
Caverly. Mr. Lawson will act as business 
manager and associate editor. He is also secre- 
tary of the Maryland Association of Insurance 
Agents. Both gentlemen are experienced in 
newspaper work and promise to “play the game 
fairly” and render service to insurance inter- 


ests. 
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NEW YORK SURVEYS 

Moral Hazard.—It appears to be the gen- 
eral opinion of those who are doing a large 
local business that moral hazard has not de- 
veloped to the extent that might have been 
anticipated when one thinks of the drop in 
commodity values. This thought is based on 
reports from those doing quite an extensive 
local business and probably accurately reflects 
the true situation. 

A Million Dollar School for Retailing.— 
When one thinks of the sums that have been 
given to our insurance societies and institutes 
in the United States, and reads that the retail 
merchants are giving a million dollar enter- 
prise for school purposes, it makes one’s mouth 
water. More than that, it inspires those who 
are interested to work harder for the insurance 
endowments. 

Sprinkler Risks.—Bulletin 1640 of Janu- 
ary 4th, issued by the ‘xchange, shows five new 
equipments which have gone into commission 
and the installation of alarm service in three 
other cases. The gradual increase in sprinkler 
risks means the pushing back of the conflagra- 
tion hazard farther and farther, while the in- 
stallation of alarm service means that some of 
the difficulties of this feature are being over- 
come and new installations are going in. 

Underwriting and Loss Departments.— 
The Underwriting and the Loss Departments 
were holding a conversation one day in a case 
where the Loss Department was putting up a 
claim for the somewhat better quarters which 
the Underwriting Department occupied. The 
Underwriting Department replied to all of 
the arguments with the one statement which 
they deemed conclusive, which was to this ef- 
fect, namely, that it is immaterial where the 
Loss Department of a company is situated, it 
might be on the roof, it might be in the sub- 
cellar; it always would be hunted up if any 
one had to do business with it, but the Under- 
writing Department which earned the money to 
pay the losses ought always to have the choice 
of not only the quarters it was to occupy but 
of everything else. 

A Tea Disturbance.—We are familiar in 
our own history with the episode in Boston 
in which a cargo of tea figured with prom- 
inence. Another disturbance of this kind has 
apparently taken place recently in connection 
with that staid insurance concern, Lloyds of 
London. The story, as we understand it, is, 
that a captain’s room which had not been used 
for its original purpose for a long time, but 
for a social room, in which tea was served, 
was up for consideration, the point being made 
that this could now be devoted to business pur- 
poses. This aroused a strong feeling of re- 
séntment, with the result that when the vote 
was taken to retain the room important com- 
inittees resigned and feeling ran high in the 


4 


matter. This is said to be the first time when 
such a thing occurred, all of which goes to show 
that apparently tea is a disturbing element. 
What might have happened if it had been tea 
in the Garden of Eden rather than an apple we 
can faintly imagine. 

The Reserve Bank and Moral Hazard.— 
The ability at the present time of those in 
business to secure, if they have any standing 
at all, the necessary credit, because of our pres- 
ent national banking system, is an important 
factor in preventing moral hazard. We do not 
recall that attention has been drawn to the 
fact but believe it is worthy of notice. If the 
present drop in prices had taken place prior to 
the establishment of our present banking sys- 
tem we would have had a severe panic, and 
moral hazard would have developed to a much 
higher extent than it has. This only illustrates 
again the fact that the business of insurance 
is constantly changing, and one should keep in 
touch with developments outside of his own 
particular line, because they have an important 
bearing on the matter. 


CHICAGO AND THE WEST 

S. T. Collins Retires—The field men of 
the Western department of the Providence 
Washington were in Chicago last week for the 
purpose of meeting Fred B. Luce, the new 
Western manager, and C, D. Dunlop, vice- 
president of the company. A luncheon was 
given for the field men and the heads of the 
departments at the Hotel La Salle. S. T. Col- 
lins, retiring manager, was presented with a 
fine Howard gold watch and chain from the 
field force and office staff. Fred D. Lawson, 
Ohio special agent, made the presentation ad- 
dress. 

Cook County Field Club.—The January 
meeting of the Cook County Field Club is to be 
held on January 30, in the assembly room of the 
Chicago Board of Underwriters. 

C. R. Street Recipient of Gift—The men 
in the Western department of the Tl idelity- 
Phenix, who have for many years been asso- 
ciated with C, R. Street, the new president of 
the company, gave him a surprise presentation 
last week in the shape of a solid bronze mantel 
clock. Mr. Clements, general adjuster for the 
company, made the address. In the evening of 
the same day, the Fidelity-Phenix staff gave a 
dinner in Mr. Street’s honor at the Hotel La 
Salle. 

F. J. Summer Promoted.—F. J. Summer, 
an examiner in the Western department office 
of the Queen, has been appointed special agent, 
and assigned to Illinois, for the purpose of as- 
sisting State Agent Jacobs. 

For Chicago Board Committee.—The fol- 
lowing persons have been nominated for mem- 
bership on the executive committee of the Chi- 
cago Board of Underwriters, to be voted on 
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at the annual meeting this week: W. L. Lerch, 
H, G. Kornblith and E. N. Wiley. The fol- 
lowing have been nominated for patrol com- 
mittee to serve three years: W. F. Rollo and 
\. O. Burdick. 

Agency Gets New Company.—\W. FI. 
Cameron & Co. of Chicago has been given an 
agency for Law Union and Rock. 

New Company Licensed.— The Great 
Western Fire Insurance Company of Chicago 
was licensed last week by the Insurance De- 
partment to do business in the State of Illinois. 
It will operate as a fire reinsurance company. 
This company was organized last year by the 
officials of the Marquette National. The paid- 
up capital is $400,000, the stock being sold 
almost exclusively to the stockholders of the 
Marquette National. Anthony Matre will be 
president and Napoleon Picard will be secre- 
tary and treasurer of the new company. The 
management of the new company will be in the 
hands of F. J. Matre & Co. 


PHILADELPHIA NOTES 
Secretaryship of Peoples National. 
Much speculation has been afloat regarding 
the successor of M. B. Yates as secretary of the 
Peoples National Fire of this city, following 
the announcement that Mr, Yates had been 
elected secretary and managing underwriter 
of the United Firemens by the new controlling 
interests. A number of persons have been 
mentioned for the position, but it now appears 
that one of two men now employed by the com- 
pany will be selected. I]. A. Knabe, agency 
secretary with the company for a number of 
years, iS mentioned as a probability, as is H. R. 
Hoard, at present local department manager. 
Agency Appointment.—The \Vashington 
lire and Marine Insurance Company of New 
York, which company is under the same man- 
agement as the National Liberty Insurance 
Company, has placed the management of its 
Philadelphia gnd surrounding district business 
in the capable hands of John A. Fauser, who 
also manages the Philadelphia branch of the 
National Liberty. A. M. Waldron has been 
appointed first agent for Philadelphia by Mr. 

Fauser. 

Agency Appointment.—The firm of Chas. 
R. Cuyler & Co. has been appointed agents for 
the Hartford Fire for automobile business in 
Philadelphia. 

Insurance Society Meeting.—The annual 
meeting and election of the Fire Insurance 
Society of Philadelphia will be held on Monday 
next, January 17. The election of the officers 
and directors to be held from 12 o'clock noon 
until 2 P. M. in the Fire Insurance Society 
building, and the annual meeting at 6:30 P. M. 
at the Bellevue-Stratford. 

A Philadelphia Memento.—The miniature 
fire engine which stood for many years in the 
window of the old United Firemens building, 
and for some time on the mantelpiece in the 
Insurance Society’s rooms, now rests in the 
window of R. M. Coyle & Co., 425 Walnut 


street, some missing parts have heen supplied. 


the entire engine, which weighed eighty pounds, 
renickled, and is again the idol of the small 
hoy’s eye, and continues to attract much atten- 
tion from their elders. 

New Forms and Rules.—The new forms 
and rules of the Philadelphia Board of Under- 
writers, which went into effect January I, 1921, 
have been cause for much criticism. Brokers 
and agents here seem to feel that they were 
not given sufficient and proper notification of 
the changes, and some requests have been made 
for the Board to pass all January business as 
written, making the ruling to apply on business 
dated in February whether stamped in January 
or not. 

Sprinklered Reinspection,—It is reported 
that owing to the unsatisfactory loss record on 
sprinklered risks in this city, all risks so classed 
will undergo shortly a thorough reinspection. 
In Philadelphia it is learned many risks which 
are credited with rate reductions on account of 
sprinklers should really have the credit re- 
inoved, as in Many instances the sprinkler 
equipments are antiquated, and underwriters 
basing lines write on the assumption that 
sprinklers will keep the loss to a minimum, 
only to have the fire occur and pay losses that 
working sprinklers could have avoided. It is 
hoped prompt action on these re-inspections 
will be provided. 


BOSTON AND VICINITY 

New Fire Company.—H. Belden Sly is 
to be vice-president and manager of the Em- 
ployers lire Insurance Company of Boston, the 
new organization being formed by interests 
identified with the Employers Liability Assur- 
ance Corporation, with $1,000,c0o0 capital and 
$1,000,000 surplus. It is expected that the com- 
pany will begin operations with the present 
«gency force of the Employers Liability’ as a 
nucleus about May 1. Mr. Sly is a graduate 
of the Continental office, and has had wide and 
varied experience in the field. He was selected 
for the managership of the Boston Board of 
l‘ire Underwriters, an office requiring the ut- 
most tact and discretion, and he has filled a 
most difficult rdle acceptably. He will resign 
from his present position about February I. 
Samuel Appleton will be president of the new 
company, although the brunt of the direction 
of the company will fall upon Mr. Sly’s 
shoulders. 

Special. Agency Appointments.—Lloyd J. 
Keeling, special agent for the National Liberty, 
has been appointed special agent for New Eng- 
land for the Capital of New Hampshire, with 
headquarters at 70 Kilby street, Boston. Clar- 
ence H, Senter has been appointed to succeed 
Frederick B. Luce as special agent for the 
Phoenix for Eastern Massachusetts and Rhode 
Island. 

New Sprinklered Rate. — The 
Board has promulgated as of January 1 the 
new rate for sprinkler risks as established 
under the recently adopted sprinkler grading 
schedule, the revision producing a generally 
lower level of rates. 


3oston 


NEW ENGLAND EXCHANGE 


Annual Meeting Reports Marked 
Progress in Application of the 
Dean Schedule 


HISTORY OF THE ORGANIZATION 


Six Periods Outlined in Development of 
Boston Organization 

There was a crowded attendance of the 
members: of the New England Insurance Ex- 
change at its annual meeting last Saturday in 
Boston with President W. H. Winkley in the 
chair. Chief interest attached to the reading 
of the executive report which showed marked 
progress in the application of the Dean Ana- 
lytical Schedule. 

The balloting to fill vacancies resulted in the 
election of A. W. Wood, first vice-president ; 
A. J. Weed, second vice-president; M. G. 
Wight, chairman of executive committee, and 
A. F. Howard and J. E. Snell, members of 
executive committee. President W. H. Wink- 
ley continues in office under his term for an- 
other year. 

The committee’s report dealt at some length 
with the evolution of the Exchange from the 
conceptions which governed its original scope 
to the principles which guide its activities to- 
day. The Exchange was originally organized 
for the purpose of improving rating conditions, 
and outlined briefly the various stages of evo- 
lution through which rating methods have 
passed from the time when there were in the 
Boston office but five employees, and twelve 
in branch offices—only three of whom gave 
their entire time of Exchange work—to the 
present day with ninety-one employees in the 
Boston office and sixty-seven in the branch 
offices, a total of 158 employees, only three of 
whom do not give their entire time of Ex- 
change work. The report continued: 

The first period of rating was when the 
local agents, associated as local boards, named 
judgment rates which were subject to the ap- 
proval of various Exchange committees. This 
method produced fairly uniform rates in each 
local board territory, but the relativity of rates 
invarious territories was far from satisfactory. 

This brought about what might be called the 
second period when, because of the comparison 
of class rates in various localities, it became 
necessary in the important classes to have a 
uniform system. Schedules were prepared for 
these various classes and were applied under 
the supervision of Exchange committees in 
each territory, such as the old boot and shoe 
factory committee, the cotton and woolen mill 
committee, and similar committees. This same 
course was also pursued with risks equipped 
with automatic sprinklers under the factory 
improvement committee. 

As is always the case with work voluntarily 
done because of self-interest, it soon became 
evident that the rating work on the part of 
local agents had to be undertaken by the few 
who were willing to give their time without 
compensation. This burden became so great 
that the Exchange entered into its third period 
under which the members of the Exchange com- 
mittees, assisted in the larger cities by paid 
inspectors, took over more and more of the 
work formerly done by local agents. 

This proved to be a case, however, where 
history simply repeated itself. It was soon 
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war or industrial depression. They will remain at Par five or ten years from now. 


Nearly half a billion dollars was lost to investors during 1920 in 31 
Stocks, listed on the Chicago Stock Exchange as per the following table: 


FARM MORTGAGES 


Again Stand Out in Bold Reliet in their Inherent Virtue 


ESPITE the tremendous shrinkage in the value of stocks and bonds, Farm Mortgages have never deviated 
one penny and continue to be worth Par and Accrued Interest in the face of the most acute financial upheaval, 


No. Shares High Price Close Net loss 
Security — Issued 1920 Nov. 15 1920 

Goodyear Tire and Rubber...... iach uae sents 00% sar ISOCOEOO *110 42 $68,000,000 
Sears, Roebuck & Co......... .. 1,€50,CC0 *162 106 58,800,000 
Union Carbide and Carbon....... .. 2,341,462 79 55 56,193,648 
TO, G .  e .. 1,5€€,C60 13334 991, 50,812,500 
Swift Internacional............. ... 1,5€0,C00 591, 26% 49,875,000 
National Leather............. . 3,€60,000 1814 8 31,500,000 
International Harvester...... oe .. 900,000 *126144 96 27,225,000 
Libby, McNeil & Libby......... . 1,280,000 32 1014 27,200,000 
Montgomery Ward & Co...... 850,000 42 20 18,700,000 
me OL oe o. O —  e 600,000 1133, 8814 15,300,000 
Stewart=Warner Speedometer... .. .. 460,000 51 26 11,500,000 
Continental Motors............ . 1,453,795 14), 74 10,500,014 
Cudahy Packing Co............ 172,495 10414 57 8,193,562 
Willys Corp. Ist preferred..... ; 150,000 100 40 9,000,000 
Walsom OCO 0.500000 cea ees 200,000 821, 47 7,025,000 
Hupp Motor Corp..... 519,210 2356 1134 6,065,618 
Orpheum Circuit...... 548,955 35 25 5,489,550 
Briscoe Motor............ 90,000 75 15 5,400,000 
Mitchell Motor.......... 125,000 44 7 4,625,000 
Hartman Corp......... 120,000 10814 72 4,260,000 
Booth Fisheries........ ae 250,000 15 4% 2,625,000 
Booth Fisheries preferred... 49,998 75 32 2,149,914 
Western Knitting Mills... 140,000 25 10 2,100,000 
J. 1. Case Plow Works..... 125,000 2414 9 1,937,500 
Temtor Corn “A’’........: 137,500 49 35 1,825,000 
Nunnally Candy: ................. 160,000 23 1314 1,560,000 
Montgomery Ward & Co. preferred 80,000 108 92 1,280,000 
J. 1. Case Plow Works 2d pfd.... 35,000 9854 65 1,176,888 
William Davies Co. ‘‘A’’........ 100,000 50 42 800,000 
American Steel Foundries pfd 84,215 9314 8414 757,935 
United Iron Works........... 25,000 *40 15 625,000 

“10. > SR ates eg SRS UNCP ot AES ee eer ee SO eT PRE wo ee OE Or aN orca eee Eee TZ $492,502,129 


*After allowing for extra stock dividends. 


Even more sweeping declines have occurred in many of the industrial stocks on the New York stock exchange. 





the widow’s best friend. 


727 Monadnock Block, Chicago 





The moral of the showing of the tremendous shrinkage of stocks as shown above is obvious. 
Invest in non-fluctuating—non-speculative Farm Mortgages and insure your income against loss. 
Farm Mortgages represent character and safety. They are the great life insurance companies’ preference; 





Ferm Mortgages are an indestructible security netting 7 per cent per annum. 

For 36 years we have dealt exclusively in Farm Mortgages. 

Send for our booklets ‘“‘Why Collins Farm Mortgages Are Safe’ and ‘‘As Others See Us.”’ 
They will tell you all about Farm Mortgages and the superior dependability of our offerings. 


The F. B. Collins Investment Company 


Members Farm Mortgage Bankers Association of America 


Home ( ffice: Oklahoma City, Oklahoma 








6 








mort 
prop 
then 
were 
terri 
ratin 
such 
men 
Ti 
whic 
becai 
ing | 
local 
with 
mulg 
empl 
mere 
assu 
satis 
In 
temp 
to p! 
with 
chan 
viou: 
has 
Fron 
serio 
chan 
work 
whic 
insur 
latio1 
that, 
tle ir 
derta 
isolat 
gene! 
bette! 
whicl 
exter 
griev 
Tt. 
tion 
tem 1 
territ 
State 
a con 
that < 
up of 
featu 


Fir 
organ 
the L 
Agen 

Sal 
the fc 
nish 1 
purpo 
mony 
variot 
Geo. | 
Cartw 














January 13, 1921 


THE SPECTATOR 


Fire Insurance 








found that the willing and active special agents, 
together with a few local agents, had to do 
nearly all of the rating work and this required 
more of their time than their company duties 
properly permitted. The fourth period was 
then reached during which local inspectors 
were quite generally employed throughout the 
territory in connection with special hazard 
ratings, the Exchange committees giving only 
such time as was necessary to review recom- 
mendations of the local inspectors. 

This naturally led to the fifth period, in 
which, as the inspection force of the Exchange 
became trained and accustomed to recommend- 
ing rates, a very considerable number of the 
local committees relinquished their supervision, 
with the result that rates were made and pro- 
mulgated under the supervision of Exchange 
employees. The local committees then served 
merely as a board of appeal for agents or 
assured who felt they were unable to obtain 
satisfaction from the rating department. 

In entering the sixth and present period, con- 
templating the application of a single system 
to practically all rates in Exchange territory, 
with rates promulgated directly from the Ex- 
change, it should be borne in mind that pre- 
vious methods have not been failures. Each 
has served its purpose and served it well. 
From neither the public nor the companies has 
serious criticism been received, and the Ex- 
change has good reason to be satisfied with its 
work, as well as pleased with the close relations 
which have always been maintained with the 
insuring public. It is also a fact that these re- 
lations have been sufficiently satisfactory so 
that, in Exchange territory, there has been lit- 
tle inclination on the part of the public to un- 
dertake by unfavorable legislation to remedy 
isolated cases of dissatisfaction, as it has been 
generally recognized that desired results could 
better be obtained through the co-operation 
which the Exchange has always endeavored to 
extend to those who believed they had a 
grievance. 

It is hoped that as the results of its applica- 
tion becomes more extended the analytic sys- 
tem will be found to be as satisfactory in this 
territory as it has proved to be in the twenty 
States in the West where it has been in use for 
a considerable number of years. It is believed 
that an opportunity for discussion of the make- 
up of individual rates has become a necessary 
feature of satisfactory ratemaking. 


Utah Fire Agents Organize 

Fire insurance agents of Utah have at last 
organized a State association to be known as 
the Utah State Association of Fire Insurance 
Agents. 

Salt Lake City, Ogden, Provo and Logan, 
the four principal cities of the State, will fur- 
nish the membership for the time being. The 
purpose of the association is to “promote har- 
mony and correct business practice by the 
various fire insurance companies of the State.” 
Geo. J. Kelly, Ogden, is president, and T. H. 
Cartwright, Salt Like City, treasurer. 





T. M. HENRY EXAMINED 


Mississippi Situation Complicated by 
UWovernor’s Attitude 





MOTION TO WiTHDRAW INJUNCTION 
Federal Farm Loan bank Threatens to Cali 
LOans based Upon insured improve- 
ments 
[|Special Dispatch to THE Spectator] 
Jackson, Miss., Jan. 10—On Wednesday ot 
last week attorneys tor the fire insurance com- 
paiues wuo have been enjoined by State Rev- 
enue Agent Stokes V. Robertson from with- 
draWlug trom the State of Mississippi filed a 
mouon im Jackson with Chancellor J. V. 
Stricker to withdraw the The 
Chancellor set Saturday for argument of the 
mouon, and the case came up accordingly on 
that day. ‘the argument for the companies 
was inade by W. H. Watkins of Jackson, who 
contended that the constitution of the State 
gave the power of injunction to the State at- 
torney general and to district attorneys of the 
State, and that these persons are not a party to 
the imjunction proceedings. Mr. Watkins 
turcher averred tnat the revenue agent had no 
coiustitutional nor statutory power to institute 


injunction, 


action ot this kind. 

Mr. Watkins was answered by J. W. Cas- 
sidey of Jackso.a in behaif of the revenue agent. 
Mr. Cassidey claimed that the revenue agent’s 
authority to enjoin is ancillary, if not cousti- 
tutional and statutory, and that by witadrawing 
irom the State and ceasing to write business 
the fire companies had sought to bring about 
a far-reaching financial disaster. 

After hearing the arguments, the chancellor 
announced that he would take the motion under 
advisement. He did not say when he would 
render a decision. 


Two Depositions TAKEN 

Two depositions have been taken, those of 
Insurance Commissioner T. M. Henry and 
Edward Yerger, Sr., of Jackson, member of 
the firm of Ross & Yerger, general fire agents. 
By special agreement of counsel no other depo- 
sitions will be taken of testimony of fire agents 
in Jackson, but all of the agents who have been 
summoned to testify will subscribe to Mr. 
Yerger’s testimony. 

In examining Commissioner Henry, Judge 
McLaurin, for the insurance companies, sought 
to establish the fact that the fixing of rates of 
fire insurance companies is similar to fixing 


rates for life insurance, which, of course, are 
based on the experience table, and Commis- 
sioner Henry was made to state that al’ life 
companies operating in Mississippi are required 
to charge the same net rate, to which is added 
whatever loading the respective ° companies 
see fit to add. 

Notwithstanding the fact that the attorneys 
for the revenue agent had announced that they 
would take all depositions at ence, after the 
depositions of the insurance commissioner and 
Mr. Yerger had been completed, the statement 
was given out that no other depositions would 
be taken until the insurance companies had 
filed their answer to the suit. The chancellor 
has given the companies until February 1 to 
do this. 

Neicupor Gives OPINION 

A. W. Briscoe, Insurance Commissioner of 
Alabama, has addressed a communication to 
the State of Mississippi through the press of 
the State, in which he says that the insurance 
litigation instituted in Mississippi is nothing 
short of disastrous and that the “sole offence 
of the companies consists in the fact that all 
fire companies charge the same rate, and in 
charging the same rates they are alleged to be 
guilty of practicing a combination in restraint 
of trade.” Mr. Briscoe gives two reasons for 
fire companies charging the same rate, which 
briefly are that the companies are required to 
meet the same standard of solvency, and that 
the protection of the public demands uniform 
charges for insurance. 

Communications from the Memphis, Tenn., 
Chamber of Commerce and the Hattiesburg, 
Miss., Board of Trade, have been addressed to 
Governor Russell through the Mississippi press 
asking him to take some action with reference 
to the situation, or to make a statement. Both 
communications point out the grave conse- 
quences likely to ensue. 

Stokes V. Robertson, the State revenue agent 
who instituted the suit, was asked for a state- 
ment early last week for publication in THE 
Spectator. He said that he would take the 
matter under consideration, and on Saturday 
informed the Jackson correspondents that he 
had decided not to give out a statement, but 
that later on he might have something to say 
through the press. 


CrITICISM FOR GOVERNOR 
L. D. Caldwell, secretary of the Mississippi 
Association of Fire Insurance Agents, has ad- 
association 


dressed a communication to the 


through the columns of the Mississippi press 
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E. R. GURNEY, President 
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in which he makes salty charges against Lee 
Russell, governor of the State. 
The statement in part is as follows: 


“The situation in Mississippi as a result of 
the suits filed by the State revenue agent is ex- 
tremely critical, not only to the general public, 
business men, farmers, home owners, but to 
more than six hundred, fire insurance agents 
and hundreds of employees in their offices who 
spend their money with Mississippi people and 
who depend upon the fire insurance business for 
their daily bread. The fire insurance agents 
now face a financial disaster. No relief seems 
to be in sight, and the governor so far has re- 
fused to call a session of the Legislature to 
help remedy matters. It very much appears to 
us that we are being prosecuted by the governor 
and the revenue agent. It is known to us that 
Governor Russell has been writing some very 
demagogic letters to people in the State— 
letters that very plainly show that he is ex- 
tremely antagonistie to everyone who deals in 
fire insurance in Mississippi. 

“Here is a quotation from a letter by Gov- 
ernor Russell to a prominent business man of 
Mississippi: 

“*This Republic is cursed with corporate in- 
terests, and the sooner their heads are cut off 
and thrown over the back fence, the better it 
will be for this common country.’ 

“And here is another: 

““Tf these insurance companies have put by 
the sovereignty and the grace of the law and 
stuck their talons into the public throat and 
are able to strangle the majesty of the law 
and the sovereignty of the State and throw the 
people into a panic, then God save the State. 
If it is true they are entitled to no more con- 
sideration than a common thug, bank robber 
or the lowest criminal of the vilest sort.’ 

“In another letter Governor Russell 
‘They are no better than outlaws and should be 


wrote, 
treated as such.’” 

Mr. Caldwell concludes his communication 
with these words: 

“The whole affair appears to me to be a des- 
perate effort on the part of the revenue agent 
to get several million dollars of easy money’ 
(for the State). { 

The utterances of Governor; Russell as 
quoted above will appear rather startling in 


view of the fact that he told a representative 


of this paper less than a week ago that he then 


THE SPECTATOR 


had nothing whatever to say as to the fire in- 
surance situation in Mississippi. The revenue 
agent, who was disposed to complain that cer- 
tain Mississippi newspapers had denied him 
access to their columns, has also declined to 
make any statement for THE Spectator, al- 
though urged to do so. 

It is reported that some Mississippi business 
is being placed in New York, but it is not 
known what companies are accepting the risks. 
I’xcellent authority has it that one large risk 
was placed at double tariff rates. 


Federal Land Bank Attitude 
[Special Dispatch to THE Spectator] 

Jackson, Miss., Jan. 11.—Insurance Com- 
missioner IT. M. Henry made public to-day the 
following from T. F. Davis, 
president of the Federal Land Bank: 

“Referring to the present unfortunate condi- 
tion in Mississippi with regard to the fire in- 


letter received 


surance companies due to the suit recently 
brought against them by the revenue agent, | 
will be exceedingly obliged if you will write 
me the status of the matter, and also keep me 
advised as to developments. 


‘butt in’ on Missis- 


“We have no wish to 
sippi’s internal affairs, but this fire insurance 
matter is one of very grave importance to us 
and to our farmer borrowers in Mississippi, 
to whom we loaned about $12,000,c00. 
you are no doubt familiar with the farm loan 


have 


act under which we are working and know 
that we lend fifty per cent of the appraised 
value of land plus twenty per cent of the ap- 
praised value of the insured improvements. 
This twenty per cent cannot be loaned unless 
the improvements are insured. Now a very 
large part of our loans are based partly on in- 
sured improvements; consequently you can 
readily see that the possibility of the insurance 
being cancelled or not renewed affects us very 
greatly, and affects our borrowers equally. | 
may say that it would appear that it would be 
our duty in each case to call such amount of 
the loan as was based on the insured improve- 
ments. We would regret more than I can tell 
you to take any such action, because the whole 
idea of our institution is to help farmers, and 
not to do anything that would discommode or 
embarrass them, but it would be our positive 
duty to take some action in this matter. We 
have made our loans on certain security, and 
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have sold bonds against them, and we are 
therefore absolutely in duty bound to see that 
said security is in no way impaired or en- 
dangered. 

“In behalf of the farmers of Mississippi, I 
trust that the untoward condition mentioned 
above will soon be relieved.” 

It is freely stated in Jackson that other 
money loaning concerns and syndicates will 
take action similar to that threatened by Mr. 
Davis, and that the belief that the suit of 
the revenue agent would ruin the credit of 
Mississippi citizens is likely to become a verity 
in the near future. 

At the monthly meeting of the Jackson 
Board of Trade on January 10, the following 
resolution was adopted: 

“In view of the chaotic condition in Missis- 
sippi at present, in reference to fire insurance, 
be it resolved by the Jackson Board of Trade: 

“First that every citizen and inhabitant of 
Jackson be urged to use all possible care and 
precaution to prevent fire, and, 

“That the City Commissioners be respect- 
fully requested to be exceeding diligent in see- 
ing that every fire ordinance in the city of 
Jackson be strictly and impartially enforced.” 

Insurance Commissioner Henry was invited 
to appear at the meeting of the Board of 
Trade, and made a timely address on the situ- 
ation. He made it plain that while he had no 
desire to crittcise the revenue agent, he was 
not in sympathy with the suit, and had no 
previous knowledge of same up to the time of 
its filing in Chancery Court. 

Mr. Henry, in referring to the relief that 
might be afforded under section 2509 of the 
Mississippi Code, said: 

“Tt seeks to safeguard the insured in so far 
as possible and the broker who writes the busi- 
ness is required to pay $20 license and four 
per cent on the premium collected. It is a 
risky business, but perhaps better than no in- 
surance at all.” 


\ license has been issued in Canada to the Mer- 
chants Marine Insurance Company, Ltd., of London, 
England, authorizing it to transact fire and automo- 


bile insurance. 


-The Farmers Mutual Fire Insurance Company 
of York, Pa.,; the American Merchants Fire Insur- 
ance Company of Kansas City, Mo., and the Penin- 
sula Fire Insurance Company of Grand Rapids, Mich.. 
have been admitted to Arkansas. 
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SURETY UNDERWRITING 


Third Edition Just Published 
By LUTHER E. MACKALL, A. B., L.L.B. 


An Instructive Work for Surety Managers and Underwriters 


CHAPTER HEADINGS 


FIDELITY BONDS—Public Official Bonds—Court Bonds 
(including executors, administrators, guardians, trustees, re- 
ceivers, assignees), Court Bonds (including all required to be 
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A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium 
plan, up to $3,000, to young men and young women 
as young as age 2—Protective insurance and Educa- 
tional and Business Start Endowment insurance. 
This extension of the age limit for Ordinary insurance 
down to age 2 helps our Agents considerably. We 
issue Participating and Non Participating policies. 
As regards adults, we write contracts with Double 
Indemnity provisions covering any kind of fatal acci- 
dent, or with Double Indemnity provisions covering 
fatal travel accident only, as may be desired. We 
issue policies with Waiver of Premium and Disability 
Annuity or Instalment Payment features. We insure 
males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILL. 





IT IS VITALLY IMPORTANT | 


as a salesman of Commercial Accident and Health Dis- 
ability policies that you learn more about Continental In- 
come Protection forms—the forms that sell and stay sold, +A 
backed by the greatest Accident and Health Insurance 
organization in America. 


CONTINENTAL CASUALTY COMPANY 


H. G. B. Alexander, Pres. 


General Offices: Chicago, U.S. A. 
Canadian Head Offices: Toronto, Ontario 











United States Fidelity & 
Guaranty Company 


Calvert, Redwood, Grant and Mercer Streets, 
BALTIMORE, MD. 
JOHN R. BLAND, President 
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The Fidelity and Casualty Company 
of New York 


92 LIBERTY STREET, NEW YORK, N. Y. 


Metropolitan Offices: 90 and 92 WILLIAM STREET 


Semi-Annual Statement, June 30, 1920 


EE 86k cee EK ENEDRENEKOK Oss He eener ee $22,322,676,73 
EG cake evcawedianeeeccdnedxdnswgenesé 18,569,766.53 
55s vk varied ieee ivnssew seen ceeenwes 2,000,000.00 
SURPLUS OVER ALL LIABILITIES.............. 3,552,930.20 


EN detaletsieis inl oyete aie 75,086,450.62 


CASUALTY INSURANCE AND SURETY BONDS 


Fidelity, Surety, and Miscellaneous Bonds, Accident, Health, 
Burglary, Robbery, Plate Glass, Boiler Engine, and Fly- 
Wheel Insurance, Workmen’s Compensation, Automobile 
Liability, and All Other Liability Lines. 








THE SIGN OF GOOD CASUALTY INSURANCE 





LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 

Established © 1869 
LONDON GUARANTEE z ACCIDENT CO., Ltd, CEwcis~o% 


Head Office: CHICAGO, ILL. FP. W. LAWSON, Genus Manages 





F. J. WALTERS, Resident Manager, 55 Jone aa New York. 
STOKES, PACKARD, HAUGHTON & $ 
ise Walnut Street, Philadelphia, Pa. 


Resident Managers 
ELMER A. LORD & CO.. Resident Managers 145 Milk Street, Boston, Mss. 








American Indemnity Company 


Home Office, - 
Cash Capital $600,000 


Galveston, Texas 
Assets, Over $2,000,000 





Buffalo Fire Office of Buffalo, New York. General 
Agents for Fidelity and Surety Bonds in the Counties 
of Erie, Chautauqua, Cattaraugus and Niagara. 





Responsible Agents Wanted Where not Represented. 
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HOME MAKES PROMOTIONS 


Wilfred Kurth Becomes Vice-Presi- 
* dent and Secretary 








MEN HAVE ALL SEEN LONG SERVICE 





J. A. Campbell, G. A. Clarke, W. L. Dennis, 
and H. L. Poole Made Secretaries— 
Seven New Assistant Secretaries 


Following a meeting of the directors of the 
Home Insurance Company of New York on 
Monday of this week, a number of important 
promotions in the official staff were announced. 
Charles L. Tyner, vice-president and secre- 
tary, has relinquished the title of secretary. 
Wilfred Kurth, secretary, becomes a_vice- 
president and also retains his former title. 
John A, Campbell, George A. Clarke, William 
L. Dennis and Harold S. Poole have been ad- 
vanced to the position of secretary. They have 
formerly been assistant secretaries. William 
Miller, Frank J. McFadden, Gustave A. Blu- 
menreiter, Harry A. Schulte, Henry G. Foard, 
Arthur C. Baillie and Charles M. Martindale 
all were elected assistant secretaries. 

These promotions have been made as a re- 
sult of years of consistent hard work in the 
offices of the company. All of the men have 
been with the company for several years and 
have well earned the promotions which they 
have received. The appointments have been 
made to meet the requirements of a greatly in- 
creased business. The company recently 
strengthened its finances, so that it has now a 
cash capital of $12,000,000 and total assets of 
more than $70,000,000. 

Mr. Tyner joined the Home in 1889 and rose 
through various positions in the accounting de- 
partment to become its head in 1903. He be- 
came secretary in 1906 and vice-president and 
secretary in I9QI2. 

Mr. Kurth has been with the Home since 
1902, having joined as supervisor of the then 
new Canadian department. He has been con- 
nected with the development of the foreign 
business. He became secretary in 1916. Mr. 
Kurth is exceptionally well informed on insur- 
ance conditions in foreign fields. 

Mr. Campbell started with the Home as a 
mailing clerk in 1895. He has served in several 
departments, being eventually settled in the 
Western department, of which he was super- 
visor for some years. He became an assistant 
secretary in I9Q17. 

Mr. Clarke came from the old Southeastern 
Tariff Association. Later he was with the 
Queen and then with the Imperial. When the 
Imperial withdrew in 1902 from this country, 
Mr. Clarke became assistant to C. A. Ludlum, 
who was then chief of the Home’s Fastern di- 
vision. He became assistant secretary in I917. 

Mr. Dennis came to the Home with a long 
Southern experience and became supervisor of 
the Southern department after some years. He 
also became assistant secretary in I9QI7. 

Mr. Poole joined the Home forces in 190} as 
assistant in the Eastern division. He later be- 
came supervisor and was made assistant secre- 
tary in 1917. 


Mr. Millar rose through the Western depart- 
ment to become supervisor in 1917. He was 
for several years secretary to the advisory 
council of the Home. 

Mr. McFadden opened up the improved risk 
department of the Home, having had many 
years’ experience as a sprinkler engineer and 
inspector. He is well known as a fire preven- 
tion and protection engineer. 

Mr. Blumenreiter started as an examiner in 
the Southern department and later opened the 
company’s brokerage department. It has been 
very successful under his management. 

Mr. Schulte started as an accountant and 
later became auditor. He is a specialist on in- 
come, excess profits and war profits taxes and 
has aided the National Board in developing its 
procedure in those matters. 

Mr. Foard is of Wilmington, N. C., and came 
with the Home as assistant to General Agent 
Smith of Charlotte, N. C. He has been con- 
nected with the Carolina Insurance Company 
and is now on its board of directors. 

Mr. Baillie joined the Home as executive 
special agent for Canada in 1913. He had had 
considerable experience in Canada previously 
as manager of the Nova Scotia Fire. 

Mr. Martindale became assistant manager of 
the automobile department of the Home in 1916 
and shortly afterwards became manager. He 
is responsible for the exceptional development 
of the Home in that field. 


NEW YORK EXAMINERS’ DINNER 


Organization Gets Good Start—L. C. Wil 
liams Chief Speaker 

The Examining Underwriters Association of 
New York held its first dinner in Stewart’s 
restaurant in New York last Thursday evening. 
The affair was a pronounced success and there 
was an unexpectedly large attendance. 

John E. Curtis, president of the association, 
started the speech-making by outlining its plan. 
Edward R. Hardy, secretary of the Insurance 
Society of New York, was present and gave a 
short talk. He was of considerable aid in the 
organization of the association. L. C. Williams, 
general adjuster for the Atlas Assurance Com- 
pany of London, was the chief speaker. He 
took for his subject “Moral Hazard in Refer- 
ence to Present Prices.” His talk included 
some very interesting data and will be pub- 
lished in a later edition of THE Specraror. 


Gas Vents in Tanks 
E. H. Newell, engineer for the National 
Board of Fire Underwriters, states that the 
fire which wrecked the plant of the Manhattan 
Oil Company in Des Moines, November 6, 
would have been more destructive had it not 
been for the vents in the tanks. These per- 

mitted the generated gas to escape. 


—The Western Alliance Reinsurance Company, Ltd., 
London, England, has been licensed in Ohio. 

—The Northwestern Mutual Fire Association of 
Seattle, Wash., has been registered to write fire in- 
surance in the province of Manitoba. 

—The State Insurance Company of De Moines, Ia., 
will increase its capital by $250,000. It now writes 
fire and hail business in five States, and will enter 
sevesal more States shortly. 


II 


NORTHERN ASSURANCE PROMOTION 


Charles W. Cooper Made Joint Assistant 
Manager 

Alfred G. Martin, United States attorney of 
the Northern Assurance Company of London, 
announces the appointment of Charles. W. 
Cooper as joint assistant manager of the East- 
ern and Southern department. Word of the 
appointment was received last week from the 
home office and was one of the results of the 
recent visit of Joint General Manager Robert- 
son to the United States. 

Mr. Cooper has been the chief accountant 
of the United States branch for a number of 
years and will supervise that department in 
connection with his new duties. He will also 
help in the management of the company’s fi- 
nances. Mr. Lane, also assistant manager, has 
charge of the underwriting. 

Mr. Cooper started as an accountant in the 
old’ Lancashire. He was later in the cashier’s 
office of the Liverpool and London and Globe, 
and from there went to the United States 
branch of the Magdeburg as chief accountant. 
He came to his present connection from that 
office. He is considered one of the best insur- 
ance accountants in the business. 

Liberty Fire’s Surplus increases 

The Liberty Fire of St. Louis in March, 
I9I9, announced that the surplus would be in- 
creased from time to time as business warrants, 
and it now directs the attention of its agents to 
the following record: 

In 1919 $200,000 and in 1920 $165,000 were 
added to the surplus, making a total of $365,- 
000 added in less than two years. 

In addition, $85,000 is now subject to the call 
of the treasurer and will be placed to the sur- 
plus account as needed. 

It is clear from the above that the Liberty 
Fire is awake to its opportunities and has kept 
its promise. In addressing its agents, Secretary 
C. L. Hecox says: 

We desire.to build on a firm foundation and 
ask you to be conservative in your offerings to 
us. If there is any doubt in your mind regard- 
ing the moral or physical hazard of a risk, give 
the company the benefit of the doubt, for from 
present indications 1921 business has got to be 
given more than ordinary consideration, but 
with the loyal co-operation of our agents we 
hope to make it a successful one for the 
Liberty Fire Insurance Company. 


Iowa Fire Marshal Asks Personal Liability 
Law 

J. A. Tracy, Iowa State Fire Marshal, has 
asked for a law in that State which will place 
the cost of fires resulting from carelessness 
upon the person at fault. This would include 
the cost to the city of fighting the fire and dam- 
age done to neighboring property. Mr. Tracy 
believes that such a law would encourage care- 
fulness. 


Willett E. Main Dead 
Willett E. Main, probably one of the oldest 
and best known insurance men in Wisconsin, 
died at his home in Madison last week after a 
short illness. He was born in Madison in 
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Insurance Accountants and 
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Consulting Actuaries 
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DEPARTMENT 


has frequently been the 
means of disclosing condi- 
tions in the detail of the 
work of Insurance Offices 
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large savings. 
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1857, son of the late Alexander H. Main, also 
prominent in insurance circles. Having served 
as director of the City of New York Insurance 
Company, as insurance adjuster for Wiscon- 
sin, and as general agent for several of the 
largest insurance companies, Mr. Main was 
intimately known by the leading men of his 
profession in both State and Nation. As ad- 
juster for the State, he traveled extensively 
throughout - Wisconsin. 


VIRGINIA REQUIRES SEPARATE 
COVERS . 


Colonel Joseph Button Issues Ruling on In- 
surance in That State 


Col. Joseph Button, Insurance Commissioner 
of Virginia, has issued a ruling regarding in- 
surance in that State as follows: 

All forms of insurance on loss or damage 
on’ persons and property located within the 
boundaries of the State of Virginia shall be 
issued under a policy which shall be separate 
and distinct from all insurance which covers 
persons and property located in any other 
State. All insurance, whether excess, floater, 
blanket, general (reporting), cover, schedule, 
group or any form which has for its object the 
insurance of risks in the State of Virginia in 
connection with risks in other States shall be 
held to be included under this rule. 

The law provided that policies of insurance 
(life excepted) shall be issued through and 
countersigned by agents residing in the State. 
This provision does not apply to railroad com- 
panies or other common carriers engaged in 
interstate commerce. 

A company violating this provision of the 
law subjects itself to the penalty of not less 
than $100, nor more than $500 for each offense, 
and one possible suspension or revocation of its 
license. 

Licensed brokers under the law are not per- 
mitted under the law to place insurance in any 
company or association, or with any firm or 
person not licensed in this State; nor are li- 
censed agents allowed to divide commissions 
with non-licensed agents or brokers. 

The bureau bespeaks the co-operation of all 
interested parties in the enforcement of this 
law. 

It is claimed that this is intended to prevent 
the writing of general cover contracts, which 
are largely used on tobacco risks in the South. 
With Virginia adopting such a ruling there is 
said to be warrant for similar action in other 
States where agents complain that these re- 
porting covers deprive them of business that 
ctherwise would them direct. The 
South Eastern Underwriters Association some 
time back declared for a twenty-five per cent 
advance, but inquiry develops that no action 
has yet been taken looking to an increase in 
rates, which some of the membership thinks 
fully justified by experience on these reporting 


come tuo 


covers. 
Gabe S. Emsheimer Dead 

Gabe S. Emsheimer of Wheeling, W. Va.. 
died last week following an attack of pneu- 
monia. He was a prominent agent of that city 
and represented a number of fire and casualty 
companies in West Virginia, eastern Ohio and 
western Pennsylvania. The business will be 
carried on by Charles J. and Milton S. Schles- 
singer. 
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UNDERWRITERS TO AID HOOVER 


Ncw York Life Men Stirred by Appeal for 
European Children 


At the monthly meeting of the New York 
Life Underwriters Associations on Tuesday 
cvening of this week, an exceptional attend- 
ance was recorded. The principal speaker of 
the evening Herbert Hoover, who was 
introduced amid great applause by the 250 
underwriters present. Mr. Hoover, in a quiet 
but forceful speech, asked the underwriters to 
aid him in his last campaign for the starving 
children of Europe. 

He was followed by Haley Fiske, president 
of the Metropolitan Life Insurance Company, 
who also received an ovation. Albert Linton, 
vice-president of the Provident Life and Trust, 
who was to have been the speaker, gracefully 
postponed his talk. Following a speech by 
Charles Jerome Edwards of the Equitable Life, 
a motion was made to organize for the purpose 
The motion was carried 


was 


of aiding Mr. Hoover. 
unanimously and a committee was appointed to 
attend to the details. 


Life Notes from Pacific Coast 

The Life Underwriters Association of Los 
Angeles has entered upon a vigorous campaign 
to secure the next annual meeting of the Na- 
tional of Life Underwriters for 
the Southern city. The date for the meeting 
has not as yet been announced, but it is gen- 
erally presumed that it will be held in Septem- 


Association 


ber. 

L. E. Merman of Stockton, Cal., one of the 
leading producers of the Western States Life 
Insurance Company, on January I assumed his 
new duties as manager of the company’s Stock- 
ton district. 

S. C. Fletcher, who has been in charge of the 
acency development of the Western States 
Life Insurance Company in its San Francisco 
district for the past year, has been appointed 


district manager for Alameda and Contra 
Costa counties. 

The E. H. L. Gregory General Agency of 
the JEtna Life Insurance Company recently 


placed group insurance amounting to $250,000 
o1 the employees of the George H. Tay Com- 
pany, one of the largest plumbing supply firms 
of San Francisco. 

\rthur J. Hill, California manager for the 
State Life Insurance Company, announces that 
o1 January 20 about $30,000 in bonuses will be 
mid to the $100,000 and $200,000 Club mem- 
hers of the California agency. The agency 
heasts more than one hundred active producers 
at this time, and plans are under way for an 
intensive cultivation of the organized terri- 
tories in California during the present year. 
$1,c00,c00 is the mark 


l’aid-for business of 


set for 1921. 


The regular meeting of the Life Under- 
writers Association of San Francisco took the 


form of a Christmas luncheon at the Palace 
hetel. At the business meeting preceding the 
jinks, the following officers were elected for 


the ensuing year: C. J. Klitgaard of the Con- 
tinental, president; James H. Gray of the New 


Ixngland Mutual, vice-president; Ray Craw- 
ford, Connecticut Mutual, secretary; J. H. 
Almy of the Metropolitan, treasurer. The an- 


neuncement was made at the luncheon of the 
appointment of E. H, Lestock Gregory, gen- 
eral agent for the A®tna Life, as State chair- 
man for California for the National Associa- 
Life Underwriters. More than 125 
prominent San Francisco life insurance men 
were in attendance. 


tion of 


Minnesota Mutual Life Forges Ahead 
A fine statement is put forth as of December 
I, 1920, by the Minnesota Mutual Life of St. 
aul, showing that company to have made ex- 
cellent gains last year in various phases of its 
business. Its new insurance paid for aggre- 
gated $25,561,446; its insurance in force on 
December 31 amounted to $77,604,744; its ad- 
mitted assets on that date were $8,052,192, and 
surplus to policyholders $927,133. 
These figures represent gains, in round fig- 
respectively, as follows: $4,000,000, 
$17,000,000, $1,060,000 and $177,000. 

The Minnesota Mutual offers a great oppor- 
tunity at Chicago, where an opening exists for 
a general agent. It will allow good first-year 
excellent renewal commissions 
and a liberal expense allowance to the right 
man, and the size of this opportunity is indi- 
cated by the fact that the company’s Detroit 
man wrote over $3,000,000 personal business 
last year. The company is already operating 
in Illinois, outside of Chicago, but not in that 


] » 


its was 


ures, 


commissions, 


city. 

E. W. Randall is president of this progres- 
sive company; T. A. Phillips and E. S. Albrit- 
ton are its vice-presidents (the latter being in 
charge of agencies): H. W. Allstrom is its 
secretary-actuary, and C. N. McCloud is its 
medical director. 


Caution to Policyholders 

The above is the title of a leaflet which gives 
some of the best and straight-to-the-point rea- 
sons for policyholders holding onto insurance. 
Its arguments appear right to a man’s business 
senses, as well as his affection for loved ones. 

Companies and agents should use it to pre- 
vent lapsing. 

The leaflet’s strong appeal has saved many 
thousands of insurance from being scrapped on 
the “lapse heap.” 

Send to-day six cents for sample copy and 
prices for quantity you could use to The Spec- 
tator Company, 135 William street, New York. 








THE SPECTATOR 





Thursday 

















NIAGARA 


Life Insurance Company 


E. H. BURKE, 


President and General Manager 


BUFFALO, N. Y. 


FINANCIAL STATEMENT 


New York State Insurance Department’s Exam- 
iners’ report, dated September 30th 1920. 








ASSETS 
eT CELE ETE. $1,988,792 .30 
Non-Ledger Assets................-.- 133,777.84 
Gross Assets..... rere ee $2,122,570.14 
Non-Admitted Assets................ $204,288.23 
Pe $1,918,281 .91 
LIABILITIES 

Reserve for Policy-Holders............$1,710,715.79 

Medical fees, Commissions and Bills due 
ae ee er 1,509.85 
eer DUNES. os bc vacances senses 13,544.09 
Surplus and Special Funds............ 42,512.18 
ee Se a er ee 150,000. 00 





$1,918,281 .91 


NEW LIFE INSURANCE PAID FOR 


dit ia nice ew ia Ewe Re ige HE Ate 744,700. 00 
Se I Peet er Te er 1,122,100. 00 
PED ee were rr rey re Tee 1,685,540. 00 
EET ee ee ree ee eee 1,855,500. 00 


LIFE INSURANCE IN FORCE 


irs bre cuca Wawa hae Ree ee $8,104,251. 00 

SEE rere err heer ey me 8,290,739. 00 

SECT rer ee rrr ere ee 9,039,092. 00 

ee ee eens are ee 9,686,049 . 00 

ee ne $1,581,798. 00 
OFFICERS 


EDWARD H. BURKE, 
President and General Manager 


J. FOSTER WARNER, 
J. M. SURDAM, 


THOMAS D. POWELL, 
General Counsel and Treasurer 


Vice=President 


Secretary and Actuary 


TIMOTHY C. DONOVAN, M. D., 
Medical Director 














THE GOLDEN WEST 


The grain-producing States of the Middle 
West form the granary of the nation. They 
also produce immense cargoes of live-stock. 
During the last ten years these States have 
produced an incalculable amount of wealth 
which stimulated business in all lines. The 
middle west is living on the fat of the land. 





Falling prices have hurt the farmer, but 
this condition is transitory. He will soon 
recover his proud position. 


The business of the middle west is in fact 
in a flourishing condition. Our representa- 
tives are doing an excellent business. The ter- 
ritory in which we operate is a most inviting 
field for any ambitious man who has proved 
his ability to get business. It is far-and- 
away better than any territory which de- 
pends upon the success of the manufacturing 
industry. 


We invite correspondence with good men. 
We have something to offer which cannot 
fail to interest them. 


“There is a time and tide 
In the affairs of men, 

Which, taken at the flood, 
Leads on to Fortune,’’— 


Now is the accepted t:me! Now is the 
Golden Opportunity. Locate in a producing 
country, where you can build up a large per- 
manent business of your own. 


The Bankers Reserve Life 
Company 


R. L. Robison, President 
W. G. Preston, V. P. J. R. Farney, V. P. 
R. C. Wagner, Sec’y-Treas. 


Home Office: Omaha, Nebraska 


Assets, over $10,000,000.00 
Business in Force, over $77,000,000.00 
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Presumption of Death Case 

John Tower disappeared from Trenton, 
N. J., nine years ago, and, up to the present 
time, Mrs. Mary* Higgins, a sister-in-law, has 
not ‘heard from him. _ During all these years 
she has kept up an insurance policy that had 
been taken out on his life, and now she wants 
to collect. The John Hancock Life Insurance 
Company desires to make certain that Tower 
is not to be found before paying to the woman 
a check for $250 on the man’s life. In order 
to bring the matter to a conclusion, Mrs. Hig- 
gins has had her counsel institute a suit in the 
Trenton District Court against the insurance 
company for the purpose of having the court 
declare Tower legally dead. 


0. V. Dodge Victim of Crime Wave 

O. V. Dodge, vice-president of the Midland 
Life Insurance Company of Kansas City, Mo., 
was shot and killed in the driveway of his home 
some time during the night of January 7. Mr. 
Dodge had attended a banquet of the Business 
Mens Assurance Association the previous even- 
ing with his daughter and Daniel Boone, presi- 
dent of the Midland Life. Mr. Boone parted 
with them at the hotel and Miss Dodge says 
that she and her father arrived home about 
eleven o'clock. The following morning Mr. 
Dodge’s body was found on the driveway with 
a bullet wound in the temple, which was burned, 
showing that he was shot at close range. 

Mr. Dodge had gotten up and slipped some 
clothes over his nightshirt and a pair of house 
slippers on his feet. He took his pistol and 
was evidently investigating some disturbance 
when he met his assailant. There was no evi- 
dence of a struggle. A gun with one shot fired 
was found at his knee and his own gun had 
been flung several feet away. 


Progress of the Niagara Life 

Notable progress has been made by the 
Niagara Life Insurance Company of Buffalo, 
N. Y., since the change in the management of 
that company, which occurred in June, 1917. 
At that time Edward H. Burke was elected 
vice-president and general manager, and in 
August, 1920, Mr. Burke was chosen president 
and general manager. An excellent portait of 
Mr. Burke is presented herewith. 

When Mr. Burke took charge of the affairs 
of the Niagara Life it had a considerable 
amount of the old Bankers Life business in 
force. This business has uniformly shown a 
loss in the years 1917, 1918, 1919 and up to 
September 30, 1920, the ratios of actual to ex- 
pected mortality for those periods having been 
respectively 193 per cent, 220 per cent, 186 per 
cent and 244 per cent. During the same period 
the new life insurance paid for was steadily 
increasing as was also what may be termed the 
Niagara Life business in force in contra-dis- 
tinction to the old Bankers Life business. The 
new business paid for was as follows: 1917, 
$744,700; 1918, $1,122,100; 1919, $1,685,540; 
1920 (up to September 30), $1,855,500. The 
amounts of Niagara Life business in force 
were respectively: 1917, $3,601,721; 1918, $4,- 
184,568; 1919, $5,196,722, and 1920 (up to Sep- 


tember 30), $6,143,349. The Bankers Life busi- 
ness in the meantime had declined from $4,412,- 
530 to $3,542,700, the figures thus showing an 
increase in three years of Niagara business of 
$2,451,628, while the Bankers Life business de- 
creased $868,830. As of September 30, 1920, 
the Niagara Life had $9,686,049 of insurance 
in force, showing a net increase in three years 
of $1,581,798. 

Whereas, naturally the mortality experience 
on Bankers Life business was unsatisfactory 
as shown by the ratios given above, that on the 
Niagara Life business was on the contrary ex- 
ceptionally favorable, the ratios of actual to 
expected mortality having been as follows: 





Epwarp H. Burke, 


President and General Manager, Niagara Life Ins. Co. 


1917, 34 per cent; 1918, 86 per cent; 1919, 64 
per cent, and 1920, 37 per cent. 

As of September 30, 1920, the examiners re- 
ported gross assets of $2,122,570, with admitted 
assets of $1,918,282. The policyholders reserve 
was then $1,710,716, and the surplus as to 
policyholders, including special funds and 
$150,000 of capital, was $192,512. 

The foregoing statistics deduced from the 
report of the New York State Insurance De- 
partment’s examiners, dated September 30, 
1920, proved that under Mr. Burke’s adminis- 
tration the company’s business has not only 
shown steady and gratifying advances, but has 
demonstrated the high quality by its low mor- 
tality cost. The official staff of the company is 
now made up as follows: President and gen- 
éral manager, Edward H. Burke; vice-presi- 
dent, J. Foster Warner; secretary and actuary, 
J. M. Surdam; general counsel and treasurer, 
Thomas D. Powell; medical director, Timothy 
C. Donovan, M. D. 





—Twenty general agents of the Equitable Life of 
Iowa have organized and have elected Oscar Anderson 
of Cedar Rapids as president. 
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Results in 1920 
Missouri State Life—New paid-for insur- 
ance, including additions and revivals, over 
' $108,000,000; insurance in force, $300,000,000. 

Connecticut General Life—$157,860,000 new 
life insurance written, of which $55,962,000 was 
group insurance. 

Northern, Detroit—New paid-for business 
in 1920, $9,768,425 (gain, $1,886,529) ; insur- 
ance in force December 31, $30,829,003 (gain, 
$6,921,568) ; cash income, $1,036,400; assets, 
$2,521,388; reserve, $2,302,269. 

Columbus Mutual Life, Columbus, O.—In- 
surance in force is now $28,062,776, a gain of 
about $10,000,000; assets, $2,399,825; surplus 
to policyholders, $455,731. Gain in assets, 
$645,148; in surplus, $86,849. Mortality less 
than forty per cent of expected. 

Illinois Life, Chicago.—New paid-for busi- 
ness, over $30,000,000; insurance in force 
December 31, over $128,000,000 (an increase of 
$21,000,000) ; admitted assets increased nearly 
$2,000,000, being nearly $18,000,000 on Decem- 
ber 31. 

Federal Life, Chicago—New business, $17,- 
500,000; insurance in force December 31, $46,- 
c00,000 (increase about $10,000,000). 

Old Colony Life, Chicago—New business, 
$9,533,350 (increase over 1919, $2,630,834) ; in- 
surance in force December 31, $22,277,292 (in- 
crease, $6,064,165). 

Continental Assurance, Chicago.—New busi- 
ness, $10,000,000; insurance in force December 
31, $17,500,000 (increase about $8,000,000). 

Farmers National Life, Chicago—New busi- 
ness, $7,031,350; life insurance in force De- 
cember 31, $18,252,454, also $11,360,100 of 
double indemnity accident insurance. 


Northern Assurance Company, Detroit 

Handsome advances were made in 1920 by 
the “time tried and claim tested” Northern 
Assurance Company of Detroit, Mich. Last 
year the company wrote new paid-for business 
amounting to $9,768,425 (an increase of 
$1,886,529 over 1919); had a cash income one- 
third larger than in the preceding year, and 
amounting to $1,036,400, and closed the year 
with insurance in force amounting to $30,- 
829,093 (a gain of $6,921,568), and with assets 
of $2,521,388, representing an increase of 
nearly $500,000. The reserve advanced over 
$450,000, and now amounts to $2,302,260. 

President Clarence L. Ayres and his able 
lieutenants merit congratulation upon the fine 
achievements of the past year. 


J. H. Woodward is Assistant Actuary 

J. H. Woodward, who entered the home 
office of the Equitable Life of New York a 
few months ago, has been appointed an assist- 
ant actuary, as of January I, 1921. 


The good business manager keeps his busi- 
ness paid well in advance. Arrears breed 
lapses. 

“Procrastination is the thief of time.” It 
also steals the bread out of the mouths of 
widows and orphans. 
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USING THE ’PHONE 


Methods of Security Salesmen Shown 
to be Effective 


TIME SAVER FOR CANVASSERS 


Should Be Great Aid to Life Agents When 
Used in Conjunction With Literature 


By Georce F, Baricut 


The telephone is no new invention certainly, 
yet it is only in recent years that its great ad- 
vantages as a help in salesmanship have been 
realized. That is, the systematic methodical 
use of the telephone. It comes as a new idea 
to many, that selling plans can be and are 
being used in which the telephone is so suc- 
cessfully used in a systematic way that the per- 
centage of results attained far exceed those 
obtained in any other way. 

Some of the most successful security houses, 
for example, now use the telephone exclusively 
for canvassing and selling, in many cases 
abandoning all personal solicitation whatsoever, 
so satisfactory being the results obtained that 
those utilizing this system state that they would 
never return to the old wasteful methods. 


A SAvING. oF WASTE 


For there is bound to be an immense waste 
of time, energy, spirit and enthusiasm as well 
as a waste of expense in personal canvassing, 
especially in large cities. In these busy, high 
pressure days, when working hours are short 
at the best, and so much has to be crowded 
into them, a salesman cannot afford to spend 
his precious time and expend the energy 
which he needs to put the punch in his selling 
talk in long trips around town, taking chances 
of finding people in, or in that most dispiriting 
of occupations, cooling his heels in the outer 
office until the great man whom he has tried 
so hard to see makes up his mind to receive 
him. 

All these things seem trivial enough, but 
when you look back over the day’s work, it is 
surprising to find how many hours have been 
spent just in that wasteful way, hours which 
should have produced profits. 

The telephone has so many advantages, it 
gets uptown in a second, if you’re lucky enough 
to get your number, your prospect is either in 
or out and you will find that out immediately ; 
if he is in you can probably talk to him at 
once. There is no sending in of your card; 
no wearisome waiting and waiting and wait- 
ing. Even if he has someone in his office, the 
telephone reaches him, and such is the magic 
of the ’phone that almost always it is the most 
important thing—the telephone rings, “Ex- 


cuse me,” and the conference is halted while 
the telephone is answered. 


*PHONE SEEMS IMPERSONAL , 


It is remarkable, too, how many people will 
discuss things over the telephone that they 
would hesitate to do, face to face. Is it because 
of the impersonal nature of the instrument, I 
wonder? Still it is true, and salesmen who 
make a specialty of telephone selling and whose 
living depends upon studying out the most 
successful telephone’ methods, find that the art 
of telephone selling consists in never letting 
your prospect get away—never give the oppor- 
tunity to drop the line—and the conversation 
by allowing him to get the conversation into 
his own hands—in other words, so long as you 
are doing the talking the man at the other end 
is bound to listen, and so long as he listens, 
so surely will you arrive at the point, by clever 
handling of your subject, where interest is 
aroused and from that time on as every ex- 
perienced salesman knows it is a question of 
“closing.” 

The writer knows one extremely successful 
telephone salesman who has sold hundreds of 
thousands in securities—all over the ’phone, 
who never permits himself to listen to any argu- 
ments which the man at the other end puts up— 
the moment an argument starts, he will put his 
receiver down, purposely not listening, then in 
a moment, ignoring all that has been said, start 
right in on his own argument again—“Now as 
I said, Mr. Jackson!” 

Seems crazy, doesn’t it? Yet there is a very 
good psychology in it, at that, for the salesman 
is merely taking advantage of two well known 
facts, first that the average person finds it 
almost impossible to be rude over the tele- 
phone, by hanging up a receiver in the midst 
of a conversation, it being the habit always to 
wait until the conversation has come to a 
definite termination and the “Good Bye” said 
and the second fact; that a positive idea, often 
enough repeated, is bound to sink in even to 
the dullest mind. And this salesman, and 
others like him, using more or less of the same 
metlfods are meeting with constant success 
even right now, when the investment field is at 
a low ebb and ordinary salésmen in the same 
line of business are not making their expenses. 

So you see there must be something in it. 

Now, I still believe that life insurance is sold 
more effectively by personal contact than under 
any other conditions, arising out of the fact 
that so many complete conditions come up, 
that make an intimate and sometimes pro- 
tracted conference necessary, to say nothing of 
the pad and pencil when a little figuring is re- 
quired. In this belief, I must admit, I am not 
supported by my expert telephone salesman 
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friends who make the broad claim, that any- 
thing that can be sold in person, can also be 
sold, also in person, but over the telephone— 
maybe so, I am not sure as to that, but I do 
know that taking a leaf or two out of their 
book, the telephone may be led to help greatly. 


PAVE THE Way wiItH LITERATURE 


Just as I hold that an agent should make no 
personal calls which are not made upon definite 
appointment—so he should not even telephone 
for an appointment until he has first paved the 
way by sending literautre of some attractive 
form regarding the general proposition he is 
about to discuss when he does call. And if 
he can only word his telephone talk and lead 
the prospect up to the point where he actually 
extends an invitation to call—upon a definite 
hour—then the salesman has everything his 
own way—just as he likes it—and the results 
are surprising. 

Pave the way with literature, get some good 
bright booklets such as The Spectator Com- 
pany provides by the hundreds, dealing with 
the income policy or partnership or corpora- 
tion insurance or whatever it is that you are 
specializing in; get up a good list of names 
from the telephone book if you like, selecting 
those engaged in lines of business which you 
have reason to think show good financial prog- 
ress and write a personal letter to each one, 
short and crisp and typewritten and enclosing 
one of the booklets; then on the day that it 
reaches his office—the late morning or after- 
noon of that day shoot off the first telephone 
gun. You are striving now not to complete the 
sale in this way, but you are merely working 
to get an invitation to call. You may not get 
that invitation the first time, but keep it: up, 
you are bound to find your prospect in the right 
spirit sooner or later. Then with your invita- 
tion, your definite appointment and the litera- 
ture and your letter and your telephone con- 
versation as a background you -will win, at 
small expense to yourself and without waste 
of time or effort, your opportunity to sit down 
with and “study this thing out.” 

But the work must be methodical, your let- 
ters must be sent out with definite regularity— 
the literature should be varied and interesting 
and a definite number of “phone calls,” arrang- 
ing for the appointments should be made daily. 

And not too many either each day else you 
will lose your “pep” and “ginger” just enough 
to assure your getting as many personal ap- 
pointments as you can handle each day—for 
your big energy must be reserved for the big 
event of closing! 

The salesman can enlarge on this idea as 
much as he pleases, but there is the sequence 
of events: first the literature, paving the way 





for the telephone call, creating the background 
for attention, and providing a talking point— 
something to start from. And then the tele- 
phone call with its main purpose, the securing 
of an invitation to call, And then the inter- 
view at time and place appointed—the subject 
understood and the prospect committed to its 
discussion—methodically, and systematically 
doing this day after day will surely reap a rich 
reward. 


INHERITANCE TAXATION 


Rulings and Decisions as to Interesting 
Legal, Features in Various States 


Below will be found matter relating to the 
inheritance tax laws and their interpretations 
in several different States 


ARKANSAS 

The inheritance tax attorney of ‘Arkansas 
has recommended several changes in the law, 
among them being that a conveyance made 
within two years shall be presumed to be in 
contemplation of death, and subject to tax: 
also that the husband shall not be allowed ex- 
emptions of $5000 when he takes curtesy, but 
only $1000, providing his curtesy does not ex- 
ceed $1000, and if it is greater, no exemption 
at all shall be allowed; widow to be allowed 
$5000 whether she takes dower ‘or in lieu of 
dower; also that estates by entirety or joint 
estates shall be taxable, and the right of sur- 
vivorship shall be considered as inheritance. 


DELAWARE 


All property within the jurisdiction of the 
State of Delaware both real and personal and 
any estate or interest therein whether belong- 
ing to residents or non-residents of that State 
(except shares of the capital stock of corpo- 
rations created under Delaware laws when 
owned by persons outside of the State) is 
subject to taxation under the irfieritance tax 
law. Beneficiaries are divided into three 
classes: Class A including parent, grand- 
parent, husband, wife, child by birth, wife or 
widow of a son or the husband of a daughter, 
a child by legal adoption or lineal descendant 
of the testate, grantor, donor, settlor; class B 
includes brother or sister either of the whole 
or half blood of the decedent or of the de- 
cedent’s parent or grandparent or a lineal de- 
scendant of any such brother or sister; class 
C includes any person not “described in class 
A or B. 

The tax rates as to class A are: On that 
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part of value exceeding $3000, and not exceed- 
ing $30,000, one per cent; $30,000 to $100,000, 
two per cent; $100,000 to $200,000, three per 
cent ; exceeding $200,000, four per cent. As to 
class B, on that part of value exceeding $1000, 
and not exceeding $25,000, two per cent; $25,- 
000 to $100,000, three per cent; $100,000 to 
$200,000, four per cent; exceeding $200,000, 
five per cent. As to class C, on that part of 
value not exceeding $25,000, five per cent; 
$25,000 to $100,000, six per cent; $100,000 to 
$200,000, seven per cent; exceeding $200,000, 
eight per cent. 

Legacies to charitable, educational, historical 
or religious societies or institutions or cities 
or towns for public improvements or to school 
districts or library commission are exempt. 


Iowa 

Recent interpretations of the law of Iowa 
include the following: Provision for assess- 
ment of tax on property “as payment of all its 
debts” refers to debts of decedent, and not 
of beneficiary; tangible personal property in 
adjoining State belonging to resident decedent 
is not property within jurisdiction of Iowa for 
purposes of taxation ; tax is not levied on prop- 
erty, but upon transfer of property, and in- 
heritance tax is not retroactive; inheritance 
tax is collectable out of each specific share, 
and not out of general property of the estate. 
Where deed of real estate is given to one under 
consideration that he support grantor and his 
wife, it is held in view of all circumstances not 
to be a conveyance in contemplation of death. 
Transfer of real property situated in foreign 
State is not subject to tax. Stock of domestic 
corporation owned by a non-resident decedent 
is subject to tax. The gift to a locafbranch 
of a foreign charitable organization to be used 
within the State is entitled to exemption. 
Federal estate tax and inheritance taxes im- 
posed by other States are not proper deduc- 
tions, but income taxes for period of deced- 
ent’s life are proper deductions. 


VERMONT 
Beneficiaries in Vermont are divided into 
two classes, namely: (1) Husband, wife, chil- 
dren, father, mother, wife or widow of son, 
husband of daughter, adopted child, step child, 
child of adopted child, or stepchild or lineal 
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descendant; (2) all others, except those en- 
tirely exempt. 

The tax rates are as follows: As to group 
One, on excess above $0,000, one per cent on 
the first $15,000, two per cent on the next $25,- 
ooo, four per cent on the next $200,000, five 
per cent on the balance. As to group two, five 
per cent on entire amount. 

Exemptions are allowed on transfers to a 
bishop for religious use within the State, to 
a municipal corporation within the State for 
cemetery purposes, and to charitable, religious 
or educational society or institution within 
the State; transfers for purchase, maintenance, 
care or beautification of burial plot or monu- 
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ment within the State; on transfers to class 
one beneficiaries, an exemption of $10,000. 


NortH CAROLINA 

{n North Carolina, beneficiaries are grouped 
in three classes, namely: (1) Husband, wife, 
lineal issue or ancestor, adopted child or per- 
son standing in relation of a child to decedent, 
including widow of son or a nephew or niece 
living with decedent; (2) brother, 
descendant thereof; (3) all others. 

The tax rates are as follows: As to class 
one, on excess above $10,c00, as to a widow; 
$5000, as to a minor child, and $2000 as to 
others of the class, except that grandchildren 
shall be entitled only to the single exemption 
of the child from whom they are descended, 
one per cent on the first $25,000, two per cent 


sister or 
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on the next $75,000, three per cent on the next 
$150,000, four per cent on the next $250,000, 
five per cent on the balance. As to class two, 
three per cent on the first $25,000, four per 
cent on the next $75,000, five per cent on the 
next $150,000, six per cent on the next $250,000, 
seven per cent on the balance. 


SALES CONGRESS ITINERARY 
Orville Thorp Completes Plans and Pro- 
grams 
President Orville Thorp, 
Association of Life Underwriters, 
pleted plans for a series of sales congress meet- 
ings covering the entire United States. He 
will be accompanied by Charles W. Scovel 
of Pittsburgh, and Frederick \W. Ganse of 
Boston. The programs arranged are all prac- 
tically uniform. Beginning at Dallas last week 
the party proceeded to Oklahoma City, Little 
Rock, Memphis and Jackson, Miss. To-day 
they will be at Birmingham, Ala. The remain- 
der of the schedule is as follows: 


of the National 


has com- 


Chattanooga, January 14. 
Atlanta, January 15. 
Charlotte, N. C., January 17. 
Columbia, S. C., January 18. 
Jacksonville, January 19. 
New Orleans, January 21. 
Houston, Tex., January 22. 
El Paso, Tex., January 24, 
Los Angeles, January 26. 
San Francisco, January 28. 
Portland, Ore., January 31. 
Seattle, February 1. 
Spokane, February 3. 

Boise, Ida., February 5. 
Salt Lake, February 7. 
Denver, February 10. 
Topeka, February 12. 
Kansas City, February 14. 
Omaha, February 15. 

Des Moines, February 16. 
Cedar Rapids, February 17. 
Minneapolis, February 18. 
Milwaukee, February 10. 
Chicago, February 21. 
Peoria, February 22. 

St. Louis, February 23. 
Louisville, February 24. 
Indianapolis, February 25. 
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Cleveland, February 26. 

Grand Rapids, February 28. 

Detroit, March 1. 

Buffalo, March 2. 

Pittsburgh, March 4. 

Columbus, March 5. 

Cincinnati, March 7. 

Charleston; Wi. Va., March 8. 

Richmond, Va., March 9. 

Baltimore, March 1o. 

Philadelphia, March 11. 

Wilkes-Barre, March 12. 

Utica, March 14. 

3oston, March 15. 

Portland, Me., March 106. 

Providence, March 17. 

Hartford, March 18. | 

New York City, March 21. 

Definite selling suggestions are desired in 
the discussions, preferably methods that have 
heen successfully tried. Theoretical discussion 
of the uses of life insurance is not desired; 
how a prospect has been convinced of it is de- 

For this reason the term “Definite Sell- 
Suggestions” is constantly emphasized 
throughout the program. 

It is suggested that under a general chair- 
man, each subject be in charge of a different 
leader to direct that discussion. He may him- 
self open the subject or have some one else do 
so, thus insuring active participation by many. 
Some of the subjects suggested—such as group 
insurance—might be placed toward the end of 
the program and taken up at a sectional meet- 
ing attended by only those interested in this 
subject. 

Associations are invited to send copies of 
their programs to the committee on scientific 
salesmanship, with comments on their success, 
that further study of the actual experience of 
different meetings may lead to the steady im- 
provement of these suggested programs. 

The sessions may start later or the time be- 
tween morning and afternoon sessions may be 
lengthened by omitting the address or one of 


the subjects. 
COMBINATION PROGRAM 

Morning Session 
9:30—Meeting called to order and subjects outlined. 
9:40—The Selling Process. 

Led by 

Opened by 
10:00—General Discussion. 

suggestions. ) 

(a) The strategy of approach, or what to say 

during the first two minutes of interview. 

(b) Selling suggestions. 

(c) The tactics of closing, 

ments. 
11:10—Singing. 
11:15—Insurance to Provide for Inheritance Taxes. 
Led by 
Opened by 
11:35—General Discussion. 
suggestions.) 

(a) History and extent. 

(b) Rates and laws. 

(c) Basis needs and arguments. 

(d) Special approaches. 

(e) Suggestions for closing. 
12:25=—Presentation of association plans and activities. 
meluding taking applications for new member- 
ship. 

\djourn for luncheon. 


sired. 


ing 


70 min. (Definite selling 


or closing argu- 


50 min. (Definite selling 


12:35 


(Continued on page 2) 
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LAPSES AND RENEWALS 


Conservation Plan as Offered by Arch- 
ibald A. Welch 


A WAY TO ADD TO SURPLUS 


Department of Phoenix Mutual Life of 
Hartford Successful in Holding 
Lapses to Minimum 


The address on “Renewals and Conservation 
of Business: from the Company’s Standpoint 
and from the Agents’ Standpoint,” delivered 
at the annual meeting_of the American Life 
Convention by Archibald A. Welch, vice-pres- 
ident of the Phoenix Mutual Life of Hartford, 
has been republished inspamphlet form. This 
address, slightly condensed, is as follows: 


_ I take it that while we are not all actuaries, we all 
are familiar with the amounts, in dollars and cents, 
that our individual companies have earned this past 
year through the loadings on the gross premiums re- 
ceived, and from an actual mortality experienced be- 
low that assumed in our premium rates. Having these 
figures in mind, what would you think of a conserva- 
tion plan which if set in operation by you to-day 
would, within five years, without appreciable addi- 
tional expense, increase your surplus annually by an 
amount that would be equal to between 10 and 30 
per cent of those two items of surplus, loading and 
surplus mortality, which I have just described? 

From State reports I have been able to ascertain 
the lapse and surrender rate during the past few 
years of many of our Eastern and Western companies, 
including in my lapses those policies that, because of 
non-payment of premium, were changed into auto- 
matic extended insurance. From the records of three 
or four of the largef companies that had experienced 
a high lapse and surrender rate I formed an average 
company which showed the average amount of in- 
surance in force of these selected companies, the 
average amount of new business issued by them and 
the average amount of lapsed and surrendered insur- 
ance which was lost to them during each of the five 
years just prior to December 31, 1919. With this 
average company, which was a composite of the sev- 
eral companies I had selected, I made experiments, 
assuming different lapse and surrender for the va- 
rious years, and the results of these various assump- 
tions proved most interesting and instructive. 


A 30 Per Cent INCREASE 


First of all, I found that if the lapse and surrender 
rate of this average company were halved it would 
then be about twice as high as the rate experienced 
by several Eastern and Western companies, so that 
in assuming this reduction I was not assuming an 
impossibility. Second, I found that if my average 
company had experienced this lower lapse and _ sur- 
render rate the past five years (i. e., one-half of the 
actual), it would have had in force last December, 30 
‘per cent more insurance than it actually had. 

You, gentlemen, do not need to be told what this 
would mean if such conservation were actually accom- 
plished in any individual company. It would mean 
that each year of those’five years the surplus of the 
company would have increased until, at the end of the 
five years, the annual increase in surplus over the 
actual amount earned would have been a sum equal 
to 30 per cent of the total premium loadings—less the 
renewal commissions that might have been paid on the 
additional renewal premiums—plus 30 per cent of the 
savings in mortality actually experienced during that 
year, to say nothing of the additional surplus derived 
from interest in excess of the required on the reserve 
under these saved policies. 

Again I changed the assumed lapse and surrender 
rate of this average company from one-hal fgggo one- 
quarter of the original rate, which reduced rate is 
about the average rate of the companies showing the 
lowest lapse and surrender rates, and I found that 
with such an experience my average company would 
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have had in force last December nearly 45 per 


cent more insurance than it actually had, and if such 
conservation were actually effected in any company 
the annual savings above descrsbed would be propor- 
tionately increased. 

And this does not mean that the company has saved 
this amount for one year only; it means that it is so 
conducting its affairs that every year thereafter there 
will be a similar addition to surplus on account of the 
ever-increasing increase in the amount of dnsurance 
in force. Compound interest can work no more 
startling results than can this compound conservation 
process. 

PossisLE 1n ALL Cases 


And these increases in surplus are possible not 
alone for those companies which have abnormally 
high lapse and surrender ratios, but are possible in 
varying degrees to all the companies in the country. 
Any company that can cut down its lapse and sur- 
render ratios each year for five years by 3 or 4 
per cent of the amount of insurance in force can 
count on a saving for surplus of at least 10 per cent 
of the funds just described. If each one of us will 
estimate what this annual increase of surplus will 
mean for our own company I feel sure we will con- 
sider this topic a vitally interesting one for us to 
study. 

From the agent’s standpoint, what does this con- 
servation mean? If a company has increased its 
business in force’ by 30 per cent it has increased the 
renewal income of its agents by that same proportion 
—not alone for that one year, but so long as the 
agent has an interest in those premiums. And in 
considering this question from the agent’s standpoint 
we all have a lesson to learn. Those companies which 
are compensating their agents largely on their first 
premium production will find this plan an extravagant 
one if the business purchased does not remain on the 
books long enough to repay this expenditure. No 
savings from loading, mortality or interest will com- 
pensate a company for such acquisition expense if a 
high lapse and surrender rate is experienced. In like 
manner the companies which pay their agents through 
renewal as well as first premium commissions can 
never hope to reduce their acquisition expenses until 
they are able to conserve their renewal income for 
their agents’ benefit as well as their own. The laborer 
is worthy of his hire; if a heavy lapse and surrender 
rate reduces the renewal income of the agent, the 
greater must be his first premium commissions; the 
larger the renewal income to company and agent, the 
greater can be the saving in acquisition expenses. 
There is no system of compensation that will warrant 
indifference to the lapse and surrender of policies. 

And how can this saving be accomplished? I think 
it is a safe prediction that unless the home office 
executives are fully convinced in their own minds 
not only of the advantage, but of the necessity of re- 
ducing this wastage, its accomplishment will be im- 
possible. The real wishes of the executives will 
always be reflected in the work of the field, no matter 
how much executives may camouflage their real wishes 
by formal statements of economic ideals. If a com- 
pany is to succeed in cutting down its waste it must 
clearly show the field force that the home-office 
measurement of success is not gauged solely by the 
amount of new business written; its character and 
persistence must be of equal importance, and until 
the executives of a company believe that, until they 
form their underwriting rules in conformity with it 
and until they require every field man to live up to 
the rules the wastage will go on as it has in the 
past. 

CoNSERVATION Bureau PLAN 

About six years ago our company established its 
conservation bureau, the exact details of which it will 
be my pleasure to explain to anyone who is interested 
in it. This bureau can easily be developed by any 
company. One capable head with a single assistant 
will be found sufficient to handle the business of this 
department, so that its expense need not be considered. 
Its work can be briefly described as follows: 

When ever an agent finds that a policyholder is 
planning to lapse his policy after the agent has 
exhausted his endeavors to secure the payment of 
the premium the number of the policy, the name of the 
insured and such data as the agent can give regarding 
the circumstances are placed upon a specially pre- 
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pared card and sent to the conservation bureau at the 
home office. Here the case is looked up from the 
original documents and a personal letter addressed 
to the insured and signed by one of the secretaries of 
the company. Unless you have tried it you will be 
surprised to see the effect of those letters on the in- 
sured. A personal touch showing interest on the part 
of a home-office official is far more productive of good 
results in cases of delinquency in payment of pre- 
mium than is the formal and impersonal request 
emanating from a branch office. These letters to 
policyholders have been prepared with great care to 
meet the various conditions which lead to lapsing a 
policy. Special paragraphs have been formulated to 
meet different exigencies and a letter can be quickly 
built up at the home’ office by the judicious selection 
of the paragraphs that will best fit the case; in this 
way practically a form letter is made to appear to be 
a personal one to the insured. 





Life Insurance President’s Meeting 
The printed proceedings of the fourteenth 
annual convention of the Association of Life 
Insurance Presidents, held at the Hotel Astor 
New York, on December 9 and 10, 1920, Seed 
been issued. The book contains about 175 
pages. All the formal addresses and other 
transactions of the meeting are reproduced, 
and, in addition, original statistical tables on 
various phases of the business are printed. 
; The record of attendance shows that ninety- 
five life insurance companies were represented 
at the convention—the largest number in the 
history of the association. The total number 
of life insurance executives and others present 
was 357. 





Annual and Deferred Dividend Business 
During 1919 

Below will be found annual and deferred life 

insurance in force of companies transacting 

both classes of business: 


ANNUAL AND DEFERRED DIVIDEND BUSI- 
NESS DURING 1919 


Annual 2 
i — Dividends Dien 
na Lite .......... 227,746,82 2 
Beneficial 1B ee - ’ 8°98 ' 960 ba rye 
Berkshire Life ...... 80,546,331 27,356,886 
Capitol _ egeeeeeaaeets 2,054,296 2°176,500 
entral of U. S...... 32,021,049 3,676,963 
Columbian National... 8,173,187 8,836,570 


Equitable, New York. 
Fidelity Mutual ..... 
MGHAUONGN ai. .5,coisiesiare 
Home Life, New York 


John Hancock 629,045,513 

John Hancock ...... 29,045, 11,686,508- 
Manhattan .......... 36,852,188 16,000,000 
Metropolitan ........ 5,140,248,836 492/055 
Mutual, New York... 1,618,196,833 367,679,925 
National Life, Vt....  '237,329,297 19,633,221 


New England ....... 
New York Life...... 


1,882,841,444 
128,352,588 
170,394,467 
149,076,960 


464,271,247 
2,385,476,586 


316,435,321 
22°488,389 
24,022,629 
22°828,953 


10,907,507 
621,769,399 





Niagara TP Oe 1,801,081 
Northwestern Mutual. 1,883,400,312 3 O28 760 
Pacific Mutual ....... 159,987,257 27,630,636 
Penn Mutual ....... 865,565,333 46,857,908 
Phenix Mutual ..... 242,934,031 36,000 
Prudential .......... 3,712,325,094 566,865,416 
Security Mutual, N.Y. 47,847,140 11,397,220 
State Life, Indiana... 88,804,769 16,990,670 
State Mutual, Mass..  263,534.644 7,265,663 
(SRE 5,517,161 5,080,862 
Union Central ...... 623,095,523 19,431,590 
United States Life... 82,500 4°896,439 
Totals .......«.+.$24,090,846 451 $2,221,331,965 


Gain and Loss Exhibit of Northern Life, 


of Seattle, Wash. 


In the gain and loss exhibit of the Northern Life 
Insurance Company of Seattle, Wash., shown in the 
publication, “Gain and Loss Exhibit for 1919,” a 
typographical error occurs in the item of total realized 


gain. This amount should be $122,501. 
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SALES CONGRESS ITINERARY 
(Continued from page 19) 
Afternoon Session 


2:00—Singing. 
2:05—Credits and Life Insurance. 
BEE. Woe ccccieeardeaetetercs 40 min. 


A careful analysis of the credit situation must be 
presented first, to be followed by definite selling sug- 
gestions, showing the wonderful opportunity which 
life insurance has to help in. the present strained 
situation. This topic might be divided into two parts— 
the first part should be covered by a banker or a 
redit man, and the latter part by an insurance sales- 
nan. 
2:45—General Discussion. Led by 
Practical uses of life insurance for credit. 
(See Business Insurance Program for topics 
for discussion.) 

3:30—-Income Insurance. (Definite*selling plans and 
needs for income jnsurance.) 


45 min. 


LS Se Aa re eee ee Pee 

COI 555s ace bs, catego ees ahs 10 min, 
3:50—General Discussion. 

(See Income Insurance Program for sug- 


gested topics for discussion.) 


PROGRAM NO. 2 
The Selling Process or Selling Strategy 
Morning Session 
9:30—Meeting called to order and subjects outlined. 
9:40—The Strategy of the Approach. Addressed by 
on 
“How I make the approach,” or 
“What I say to the prospect during the first 
two minutes.” 
LO eS EE One POO Creo CECT 
i0:30—General Discussion. 25 min. (Definite selling 
suggestions.) 





The Test of Service 


The ultimate success of a life 
insurance company depends upon 
what those who have bought its 
policies in the past think of the 
service they have received. The 
Massachusetts Mutual passes this 
test with flying colors. Over 
$45,000,000, or 35%, of the busi- 
ness delivered last year was on the 
lives of men and women already 
insured in the Company. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 


Spri: gfield, Mass. incorporated 1851 
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(a) Approaches on cold canvass. 
(b) Standardized approaches. 
(c) Approaches for big business men. 
(d) Approaches for farmers, 
(e) Approaches for women prospects. 
10 :55—Singing. 
11:00—Selling Arguments and Suggestions—My Most 
Effective Selling Suggestions—The Use or 
Argument and Suggestions in Salesmanship. 
Eee Re ois Pacha ccc cas awe ON ea are aamewnes 
Opeted CF i558 cicccet ters esesouews 10 min. 
11:20—General Discussion. 65 min. (Definite selling 
suggestions.) 
(a) Arguments and suggestions fer income in- 
surance. 
(b) Selling suggestions for business insurance, 
(c) Selling suggestions for farmers. 
(d) Suggestions for selling educational polli- 
cies. 
(e) Suggestions for selling insurance to pro- 
fessional men. 
12:25—Adjourn for luncheon. 
Afternoon Session 
2:00—Singing. 
2:10—The Tactics of Closing the Sale. 
Led by ee ee 
Ce cicontetarncadeswanetan 10 min. 
:30—General Discussion. 1 hour. (Definite selling 
suggestions. ) 


tw 


3:30—-Meeting Objections—The Theory of Meeting 
Objections. 

Bee istics eteceeannsocdteaseuree 

Opened DR ins. widens ede cdlodidaces 10 min 


3:45—General Discussion. 25 min. (Definite selling 
suggestions.) 


4:10—Definite Objections Answered. 


Re EGER CRE OR OM TT rie 
Opened DE Soo s ce cecccetecsieaaacs 10 min, 
General Discussion. 

(Objections that are to be discussed 


should be printed in the program.) 

If there is to be an evening meeting, a talk on the 
“Psychology of Salesmanship” or ‘‘Standardized Sell- 
ing Talks” or ‘How to Influence Men” will be in 
order. 

PROGRAM NO. 38 


Business Insurance 
Morning Session 
9:30—Meeting called to order and subject outlined. 
9:40—Causes of Business Failures—The Personal 
Element in Credit. 


Aiddvess..- 20 wits: itivcccn cccieclvtcatocesecws 
(a) Credit is based on character, capacity and 
capital. 


(b) The value of the individual to the firm. 
(c) “Every great institution is the lengthened 
shadgw of one man.” 
(d) The effect on the firm of death of a part- 
ner or important member. 
10:00—How to Sell Partnership Insurance. 
Bed Bem acre de des ececu use sdwaeddnevusieia 
Clieneee DY «3 ceo Sassdc ives aoekaves 10 min, 
10:20—General Discussion. (Definite selling 
suggestions. ) 
10:55—Singing or brief intermission. 


35 min. 


11:00—How to Sell Insurance to Protect a Corpora- 
tion. 
Led by €6. $6 Selene ee a eres 


Opened by 


11:20—General Discussion, 40 min, (Definite selling 
suggestions.) 
12:00—How to Protect Business by Reqgiring Insur- 
ance Upon Its Debtors. 
COE as Saiiccpi picnaendvenpice 10 min. 
12:10—Gereral Discussion. 20 min. (Definite selling 
suggestions. ) 


12:30—Adjourn for luncheon. 

Afternoon Session 

2:00—Singing. 

2:05—How to Strengthen Business Credit by Life 


Insurance. 
RMN fo cttdsciva déagiucduaaaetanacaaaams 
ORME DRA ugcxdeccatanveveietsess 10 min, 
2:20—General Discussion. 40 min. (Definite selling 
plans.) 
3:00—How to Sell Insurance to Protect a New 
Business. 
ER Ee Oe Te 
CONE EG 2. acdacekadesdesaecedas 10 min. 
3:10—General Discussion. 35 min. (Definite selling 
plans.) 


3:45—Specific Cases where Life Insurahce Has 
Helped to Complete or Support a Business 
Program. 





A GENERAL AGENCY 
contract with a good life 
insurance company is a 
valuable franchise, more 
valuable now than ever 
before. 


THE FRANKLIN LIFE 
is a GOOD life insurance 
company and has a few 
of these valuable fran= 
chises to bestow upon 
worthy men. 


Address 


HOME OFFICE 
Springfield, III. 




















ASSETS $3,566,304.16 $s 


CONTINENTAL LIFE INSURANCE COMPANY 
INSURANCE IN FORCE $32,000,000.00 


‘ Our Policy Forms Contain the Following Provisions: 
Double Indemnity for accidental death, Total and permanent disability benefits, Par- 

tial disability benefits, Surgical operation benefits, Annual dividends, Optional methods of 
settlement, Premium loans, Cash loans, Extended insurance, Paid up insurance, Cash sur- 
render values, Insurance to cover policy Loans, Installments certain-Participating. Install- 
ments continuous-Participating. 
Very Attractive Agency Contracts to Reliable Men. 


John W. Cooper, President. 


Kansas City, Missouri. 
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CENTRAL LIFE 


Insurance Company of Illinois, 
Ottawa, Illinois. 


A conservative, well managed, western 
company, with close to thirty-five mil- 
lions of business, Soundly financed; 
operates in Illinois, lowa, Missouri, South 
Dakota, Minnesota, Nebraska and Mich- 
igan. Writes both participating and 
non-participating business; is a good 
dividend payer; has up-to-date policy 
forms, and has no apologies to make. 
“Look us up in the books” and write us 
for an agency proposition if interested. 


H. W. Johnson, S. B. Bradford, 
President Sec’y-Treasurer 


W. F. Weese, 
Vice-President and Agency Director 






























Peoples 
Life 
Insurance 
Company 
Frankfort, Indiana 


$1,413,961.00 on Deposit with the 
Indiana Insurance Department. 


$206,155.00 Surplus Protection to 
Policyholders. 


$16,000,000.00 Insurance in force. 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 
INDIANA, OHIO AND ILLINOIS. 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company. 
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OE Re ee ey ee eae n 
RCRA ODS «0-5 che's 0's nic Ha preg Caan e 10 min, 
General Discussion. 30 min. 

(Under this subject actual interesting cases of busi- 
ness problems and situations, carefully selected, where 
business insurance has been required, may be dis- 
cussed; if possible selecting the cases in advance so 
that a variety may be had.) 

4:30—Adjourn, . 

If no evening dinner, afternoon meeting should 
close with 15 or 20 minutes’ inspirational address on 
perhaps “Success in Business” or “Human Values in 
Successful Enterprises.” 

Suggested Additional Subjects: 

How to use unusual business uses of life’ insurance 
in selling. 

How to sell group life insurance. 

How to sell insurance to rebuy stock from deceased 
stockholders, eliminating “Estates,” and thus keeping 
the corporation in the hands of only the active  stock- 
holders. 

How to use life insurance as a reward or bonus to 
valuable employees to sell insurance. 

How to sell life insurance to protect special partner 
furnishing capital. ; 

How to sell life insurance to protect endorser. 

How to sell life insurance to avoid the withdrawal 
of capital at the death of a member. 

How to sell life insurance to create a surplus. 

How to sell life insurance to perpetuate an estab- 
lished business. 

How to sell life insurance to protect and retire 
bonds. 

How to sell life insurance to create a sinking fund 
and borrowing fund always available. 

How to sell life insurance to protect mortgage. 

How to sell life insurance to retire stock of owners 
at high ages. 

How to sell homes to employees protected by life 
insurance, 

How much life insurance should a partnership or 
corporation carry. 

Evening Dinner 
Padres. VBS: no bs saieis ove SE en on 
Essentials of Success in Business; or, Causes of 
Business Failure; or, Laws Affecting Death of 
Partner Upon His Business. 


PROGRAM NO. 4 
How to Sell Larger Policies 
Morning Session 
9:30—Meeting opened and subject outlined. 
9:40—What Proportion of One’s Income Should Be 
Saved and What Proportion Invested in Life 
Insurance. 
Address; 00min. By osc iec cc cscac ew 
:00—How to Use Present Living Costs to Increase 
Life Insurance. 
ROY, cag: pinch Ge oa avd lie aw a vars 8 4 bee aw aracoiale 
ORERET DY oo. csin casa onien a kseene 10 min. 
10:10—General Discussion. 45 min. (Definite selling 
suggestions.) 
10:55—Singing or brief intermission. 
11:00—How to Use (a) Government War Risk Insur- 
ance Maximum, and (b) The Department of 
Labor Recommendations as to $7500 Minimum 
to Write Large Policies. 


1 


cS 


DEG AIG ors. 5 oy wes wt 60 aS wie wapeieron enw iele 
aRER Ne 855 doi trons wie Gres eRe 10 min, 
General Discussion. 20 min. (Definite 
selling suggestions.) 
11:30—-How to Use Life Insurance to Fit Into a Life 


Program for 
(a) Present needs. 
(b) Future needs. 
(c) Future earnings. 
(d) Needs of family. 
(e) Administration of future estates. 
(f) Possible business needs. 


op ea ihe eee ane area cee Ae REE ee 
PRA ING ach 65k oS Fant nanewine 10 min. 
11:40—General Discussion. 20 min. (Definite selling 


suggestions.) 
12:00—Selling Insurance on Basis of Wife’s Need. 
“How much will it cost your wife to live 
and support your children as you want to 
have her do?” 
PARI or ooo ais & Sie 5 Sie IRS oa oie ekinw 
OER BY. 85.6. canis oss oo wT Kee 
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A FARM MORTGAGE 
BEHIND . 


EVERY POLICY 


HE PEORIA LIFE 
gives SERVICE to its 
policyholders and to its 
agents. Its sound methods 
and good reputation are giv- 
ing it a steady, healthy growth 
all in the Middle West. It in- 
sures men and women on 
equal terms. Policies are up 








to date in every respect, and 
contain liberal and attractive 
features which make them sell. 


It gives to Total Abstainers 
a lower rate on their insurance 
by placing their policies in 
the Total Abstinence Depart- 
ment in which the mortality 
record is kept separate. It is 
a live, up-to-date Company 
which is progressive. 


It is developing new terri- 
tory in the Central West and 
has good positions for gool 
men. 


Peoria Life 


Insurance Co. 
PEORIA, ILLINOIS 


EMMET C. MAY 
President 


HENRY LOUCKS 
Superintendent of Agents 


GEORGE B. PATTISON 
Secretary and Actuary 
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BUILD 
YOUR OWN 








’ BUSINESS 





under our direct 
general agency 
contract. 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 
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LIFE INSURANCE SECTION 


12:10—General Discussion. 20min. (Definite selling 
suggestions.) 

12:80—Adjourn. 

Afternoon Session 

2:00—How to Use “Enough Insurance to Continue 
His Present Earnings” to Sell Larger Policies. 


x Sh ee eee ype deccctcccccvcese 

nated US. cddcrens tea ventsiteses 10 min, 

2:10—General Discussion. -35 min. (Definite selling 
suggestions. ) 


2:45—How to Use the “Amount of Health or Acci- 
dent Weekly Benefit the Prospect Carries to 
Protect Himself to Fix the Amount Needed 
for His Wife” to Sell Larger Policies. 


io? Th errr rrr yet rer Cee Tee eee 

GE DO. 662< vehe teed onesaudas 10 min. 

2:55—General Discussion. 20 min. (Definite selling 
suggestions.) 


3:15—Novel Methods Used in Increasing the 

Amount of the Proposed Insurance. 

Led by ee ee ee ee ee ee 

Ceetiens DH 6s 5 ci csc teecctavedess 10 min. 

3:25—General Discussion. 45 min. Definite selling 
suggestions, such as 

(a) Ordering additional policies, 

(b) Suggesting irregular premium on part of 

insurance so as to fall due different times 
of year. 7 

(c) Other insurance for additional purposes to 

insurance proposed. 

(d) To reach company’s limit; to appear on 
list of large insurers; to make insurance 
reach some even multiple as $10,000, $20,- 
000, $25,000, $50,000, etc. 

Selling in multiples of $2500 to reach 
$5000, $10,000, etc., instead of in multi- 
ples of $1000. 

(f) Combinations of policies to make attractive 

program jnstead of all on one plan. 

(g) Temporary policy such as Term of Life to 

be changed later used to increase amount. 
4:10—Addsexs.. 90 tin.  665iocciavascacccecasss 
“When Is a Man Fully Insured?” or “The 
Effect Upon a Community if Everyone Were 
Fully Insured.” 
4:30—Adjourn. 
Evening Meeting 
PMU OEMS 88 rss eiin's asc ak ae are cadets 
fa) The Value of Health and ‘Life to the Com- 
munity; or, (b) The Economic Value of 
Human Life; or, (c) Different Methods of 
Determining the Value of a Life. 


~ 
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PROGRAM NO. 5 
Income Insurance 
Morning Session y 
9:30—Meeting called to order and subject outlined. 
9:40-—Address. 20 wits Bisse < oiscc:enscescceeses 
The Investment of Money; or, Difficulties That 

Beset the Widow; or How Estates Are Dis- 


sipated. 
10:00—How to Sell Larger Policies by Selling Income 
Insurance. 
BOOM OWE Sac cavee ke ce lass ee UAE eT oa ewes 
Cette Be res ccinsccedsudcncaeswe 10 min. 


10:15—General Discussion. 40 min. (Definite selling 
suggestions.) 

10:55—-Singing or brief intermission. 

11:00—How to Sell Incomes for Old Age. 


GE ars: ls a Cand HOA AOS WAR ER ao aes 

Creme Ge! Sac cccscacdedes nastwawa 10 min. 

11:15—General Discussion. 30 min. (Definite selling 
suggestions.) 


11:45—How to Sell Incomes for Wife During Her 
Life Time, Reverting to Children. 
RBG OME was ccccccecdustadesttatadecodacad 
Chretien: BA. a os vec te iteeedsedensccesns 
12:00—General Discussion. 30 min. (Definite selling 
plans.) 
12:30—Adjourn. 
Afternoon Session 
2:00—Address. 25 min. By lawyer, trust officer, 
probate judge or banker. 
Typical Iilustrations of Dissipated Estates. 
2:25—Address. 20 min. By judge, attorney or 
business man. 
Weakness of Will—Notable Cases of Will 
Contests. 
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:46—Using the Foregoing to Sell Life Incomes That 
Begin Immediately at Death and Continue 
Regularly and Without Contest. 

Let Wis ans: tek Scales eadedecene as 

Opened Bis on 6s chavs fis caadugeces 10 min. 

2:55—General Discussion, 20 min. (Definite selling 
suggestions.) 

:15 Singing or brief intermission. 

:25—How to Use the Special Uses of the Life In- 
come to Sell Income Policies. 

ee Se ee reer ey 

Opened - by... .... 20 gi trainee Peewee’ 10 min. 

General Discussion. Specific successful sell- 

ing plans for presenting— 

(a) Life Income Policies. 

(b) Income Policies payable in a fixed num- 
ber of instalments. 

(c) Policies leaving the principal deposited 
with the company for a fixed number 
of years, or for a life or lives. 

(d) Annuities. 

Immediate. 
Deferred. 
Joint. 
Survivorship. 
Notz.—One 8r more of these topics may be omitted. 


w ow 


Evening Dinner 
AGtnaitey, TH sis tae eesicdis cawscenecesweunnss 

Usual Methods of Administering Estates by Per- 
sonal Executors, Trust Companies, etc.; or, 

Difficulties in Drawing Valid Wills, and Notable 
Will Contests; or, 

What Awaits a Widow with Money to Invest; or. 

The Life Insurance Company as Executor and 
Trust Company. 


EntuustAstic MEETINGS 


Unbounded enthusiasm and unparalleled op- 
timism over the wonderful outlook for busi- 
ness in 1921 has pervaded the various meet- 
ings thus far. 

That the series of fifty-one sales congresses 
for life insurance men arranged by the na- 
tional association and to be held in all sections 
of the nation during the next ninety days are 
nothing more or less than “insurance schools” 
designed to instill in the minds of the men 
with the rate books the purposes of insurance, 
the kinds of insurance to sell and the best 
methods to use in selling, were among the 
statements of Orville Thorp, Texas manager 
for the Kansas City Life and president of the 
national association. But it is not the man 
with the rate book alone that the association 
hopes to reach through these sales congresses. 
It hopes and expects to reach the company 
presidents, the State and district managers, 
the office managers and even ‘the clerical 
forces of the life insurance companies of the 
United States. Mr. Thorp declared his plan 
of holding a series of sales congresses over the 
nation at which practically the same subjects 
would be discussed by the same leaders had 
been characterized as “unique,” “daring,” “pro- 
gressive” and other terms which had for their 
meaning that it was something out of ordinary. 

He said the time had come when somethmg 
out of the ordinary had to be done in life in- 
surance circles in order to place the business 
upon that high plane to which every life in- 
surance man knows it is entitled. He declared 
the only way to bring the people in close touch 
with the life insurance business and the real 
purposes of life insurance is through the selling 
agents and that he firmly believed when the 
tour is completed the first step and the founda- 
tion for a better understanding between the 
public and the life underwriters would be laid 





and the structure upon which millions of dol- 
lars’ worth of insurance would be written would 
be erected. 

But those things are not all the intents and 
purposes of the national association. There 
are billions of dollars worth of insurance wait- 
ing to be written‘and the people need it. It is 
the purpose of these sales congresses to pave 
a way to write that insurance, and President 
Thorp believes this year will be the banner in 
the history of insurance writing in the United 
States. Discussing the outlook, the amount of 
business unwritten and some phases of writing, 
Mr. Thorp, speaking in Dallas last week, said: 

“The first cause of this great opportunity for 
insurance men has been brought about by the 
mistakes of the Bureau of War Risks. When 
the armistice was signed there was some $40,- 
000,000,000 worth of Government insurance in 
force. Since that time the Government has 
allowed approximately $37,000,000,000 worth of 
this insurance to lapse. The establishment of 
the bureau was the greatest act the Govern- 
ment ever did, but it made a mistake in not 
having experienced insurance men handle the 
business, and the great insurance business it 
had started has crumbled. It would not be 
surprising to see the remainder of this insur- 
ance lapse in a few years. 

“The men who were insured by the Govern- 
ment learned the value of insurance. They 
would have kept their insurance up—most of 
them, anyway—with proper handling. That 
amount of insurance is now waiting to be 
written, and I believe with the proper methods 
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of approach the insurance agents of this coun- 
try can ‘rewrite’ a great per cent of it. 

“Another cause:of the opportunity which to- 
day knocks on the door of every life under- 
writer is the lesson the people learned in sav- 
ing during theewar. Everyone saved money. 
The people of this country have about $15,000,- 
000,000 laid away and they want to invest it. 
They will invest it in life insurance when they 
are shown this is but another way of saving 
money—laying aside for a rainy day or provid- 
ing an income when they care to retire or are 
forced to retire from the fields of activities. 
The people are just waiting for you people to 
come and sell them some life insurance, and if 
you don’t get the business it will be your own 
fault.” 

Mr. Thorp declared the life insurance agent’s 
duty was to sell the prospect the kind of in- 
surance he needed, and that the wise agent 
would soon learn the kind of insurance best 
suited in various cases. He admonished the 
agents to serve as well as sell insurance for 
money. He thought the real reason for so 
many lapses was the fact that the agent had 
insisted on selling a policy which the insured 
really did not need, rather which was not best 
suited for his particular case. He said any 
person could go out and sell a policy now and 
then, and even business would come to the 
office, since the people had to have insurance; 
but the agent who sold insurance the prospect 
was able to carry and which was best suited for 
him was the one who is making his company 
the household word in his community. “The 
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WANTED 


to get in touch with Life 
Insurance «Agents and 
General Agents for State 
of Illinois by growing, pro- 
gressive Company. ~* 
Liberal contracts with at- 
tractive renewals. 
Providers Life Assurance Co. 
Home Offices 


10 South La Salle Street 
CHICAGO, ILL. 











enn 


companies want men who render a service to 
the customer as well as the company when he 
sells,’ Mr. Thorp said. 


It is important to get business, but it is not 
business unless it is paid for. 

The insurance office is open for those who 
are well enough to get there, and smart enough 
to get there in time. 

Death is no respecter of persons. The life 
insurance companies have paid hundreds of 
thousands of policies on the lives of those who 
have died young. 
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THE GUARDIAN LIFE HEALTH SERVICE 


A genuine service to policyholders—An unusual selling aid. 


The results of health examinations under The Guardian Life 
Insurance Company of America’s Health Service during the 


34% were found to have some moderate physical 
impairment or defect requiring some form of 
hygienic guidance or minor medical atten- 


33% were found to have some moderate physi- 
cal impairment or defect requiring some 
form of medical supervision or treatment 
in addition to hygienic guidance. 

17% were found to have some slight physical 
impairment or defect requiring observa- 


to have some advanced physical 
impairment or defect requiring systematic 
medical supervision or treatment. 

3% were found to have some serious impairment 
or defect urgently demanding immediate 


Conclusive evidence of the value of this service to the policy- 
The Health Service is part of the Guardian’s compre- 
hensive program of service to the policyholder while living. 
Every person protected by a Guardian contract is entitled to the 
privileges of the Life Extension Institute without cost, includ- 
ing an annual medical examination every year beginning with 


Service to policyholders is the best service to agents. 


THE GUARDIAN LIFE INSURANCE CO. OF AMERICA 


For a direct Agency connection address 


T. LOUIS HANSEN, Vice-President 
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ADVOCATES SALES TAX 


Abolition of Burdens on Insur- 
ance, Etc. 


TAX ON BANK DEPOSITS 
Proposal Defended and Opposed Before 
House Committee on Ways and Means 

A gross sales tax, to be imposed upon all 
eoods, wares and merchandise, would supplant 
the present insurance tax and certain other 
taxes, under a plan suggested to the House 
Committee on Ways and Means last week by 
the National Retail Dry Goods Association. 
The elimination is recommended of the excess 
profits tax on corporations, the surtaxes on in- 
dividuals, the taxes on insurance, transporta- 
tion, etc., the excise taxes, the special and 
capital stock taxes and the stamp taxes. 

An increase in the exemption of individuals, 
to $2500 for single persons and $5000 for 
heads of families, with an additional $500 for 
each minor child or dependent, is also recom- 
mended. In addition, it is proposed that all 
persons over twenty-one years of age residing 
in the country, who are in receipt of an inde- 
pendent income, should pay a tax of $5, regard- 
less the their annual income. 
This, it is pointed out, would catch the “‘float- 
ing’ population of nearly 20,000,000 persons 
from whom no income tax reports are now re- 


of amount of 


ceived. 

It was also recommended that income from 
manual or mental effort should he taxed at the 
present rates of four and eight per cent, but 
that income from business, whether individual, 
partnership or corporation, should be taxed at 
ten per cent, with a flat exemption of $5000, 
and all other income, including “unearned” or 
investment income and profits from sale of 
‘apital assets, should be taxed at ten per cent 
with surtax rates ranging from one per cent 
on income over $20,000 to six per cent on in- 
come over $500,000. 

A tax on bank deposits as a substitute for 
the excess profits tax was advocated by wit- 
nesses appearing before the same committee in 
support of the Treadway tax bill. Henry B. 
Sawyer of Boston, originator of the plan, told 
committee that a tax of one-tenth of one 
per cent would produce $700,000,000 a year, 
while a tax of of 
would produce $1,750,000,000. Mr. Sawyer ex- 


the 


one-fourth one per cent 
ained that this proposal is in reality a stamp 
on would much 


simpler of administration than most substitutes 


tax bank deposits and be 


or existing laws. It would be much simpler 
f collection and easier to understand. 
Representative Treadway of Massachusetts, 
vho introduced the bill on which the hearing 
is being held, stated that there was no thought 
f urging consideration of the bill other than 
as a part of the general revenue revision about 
to be undertaken. ‘From the opposition which 
has arisen,” he said, “it would appear that the 
banking interesfs have regarded the suggestion 
as an addition to all present forms of taxation. 


No one has any such thought. The members 








UNFAIR FEDERAL TAXES ON LIFE 
INSURANCE 

What is the position of one who has 

sought insurance protection, in so far as 

In the 

first place, he pays a tax at the rate of 


lederal taxes are concerned? 
eighty cents per $1000 of insurance for 
In the 


second place, he pays a personal tax upon 


the privilege of insuring his life. 


so much of his income as is required to 


pay the premium his insurance, 


in the third place, the amount he pays 
as a premium is again taxed when it 


upon 


which he is a 
the place, if the 
assessment of an excess profits tax is 
by the courts the premium is 
again taxed. In the fifth place, so much 
of his premium as is held by the com- 


reaches the company of 


member. In fourth 


upheld 


pany for contingencies is again taxed as 
a capital stock tax. In the sixth place, 
when the amount insured is paid to his 
estate it is again taxed. Thus two Fed- 
eral taxes are paid upon the amount of 
the taxes 
upon the premiums, in whole or in part. 
The 


insured is caught coming, standing still 


insurance and four Federal 


This is taxation with a vengeance. 


and going, in a transaction which he does 
not enter into for profit and in which 
there can be profit—From E, E. 
Rhodes’ address before the Association 
of Life Insurance Presidents. 


no 











of the committee know how insistent are the 
demands for repeal of certain obnoxious taxes, 
and we also know how necessary it is to find 
The first cannot be done 
It is perfectly apparent to 


sources of revenue. 
without the latter. 
the people that we must have a large revenue 
return. It is also true that no tax placing an 
undue burden on any one line of business is 
justified. This bill is offered as a suggestion.” 
Mr. Sawyer declared that he believed two or 
three tax laws could be enacted which would 
raise revenue more efficiently than the present 
existing fifty laws. He said that the excess 
profits tax, the capital stock tax and the higher 
brackets of the income tax were so burden- 
some that they must be modified. Some scheme 
of taxation, he said, should be devised which 
is not subject to present annoyances, adding 
that in his opinion the most simple form is 
that embodied in the Treadway measure. 
Former Congressman Burke of Pennsyl- 
vania voiced the opposition of the bankers to 
the proposition tax on bank deposits when he 
said that the proposal was vicious and would 
destroy the banking structure of the country. 
He declared that such a tax would drive money 
into stock and safety vaults rather than to the 


hanks. 


different from anything 
else in the world. It begins to live the mo- 
ment the life of a man ceases. It takes up the 
len just where he lays it down. 


Life insurance is 


} 
pure 


25 





CHICAGO NATIONAL LIFE LICENSED 
Will Start Business When Additionai 
Capital is Completed 

Although the Chicago National Life Insur- 
ance Company, of Chicago, has been licensed 
by the Illinois Insurance Department to begin 
business, and several weeks ago had a capital 
and surplus of $175,125, the company will not 
start writing business until additional capital 
of $200,000 has been subscribed, This will give 
the company a capital of $300,000, and a surplus 
in excess of that amount. 

The Chicago National, whose head office is 
in the Century building, will write non-partici- 
pating policies only. The official staff has not 
yet been chosen, but it is understood that the 
officers to be elected will be prominent and 
well-known in Illinois and surrounding States. 

FE. H. McConkey and A. L. Whitmer of Chi- 
cago are in charge of the sale of the company’s 
stock, and will manage the agency work of the 
company when it begins business. Of the ten 
thousand shares of capital stock already dis- 
posed of, of which the par value js $10 per 
share, 5000 were sold at $20 per share, 2500 at 
$25 per share, and 2500 at $30 per share. The 


stockholders number about 300, and the ex- 


pense in connection with the sale of stock and 
preliminary organization work is reported not 
to have exceeded twenty-five per cent. The 
sale of the additional issue of stock is now in 
progress, and it is anticipated that it will all 
have been subscribed by May next. Messrs. 
McConkey and Whitmer are planning to start 
the new company upon a strong financial basis, 
and to organize and conduct the agency work 
of the company in a manner which will insure 
its success. 

Says Dispensing With Insurance 

is Criminal 

“A father who, by neglecting to provide an 
his and 


Judge 


estate or life insurance for widow 
orphans, leaves them penniless is commiting 
a crime and a sin against them, and he is not 
worthy of being called a father, -or a husband, 
if it lies within 
them,” declared Judge A. C. 
Madison Insurance 


M. 


his power to amply protect 
Hoppmann, re- 
cently at a meeting of the 
Underwriters Association 
Cae 

As justification for the 
“It has been my sad duty 
send children to the State reformatories as a 


direct result of the inability of the widow to 


in the city ¥. 


foregoing, he said, 


to be compelled to 


give them the guiding care they needed, be- 
cause she was compelled to devote her time t 
providing the necessaries of life which life 


surance would have provided. Life insurance 


would have saved the family and educated the 
children who have appeared in many of my 


court cases.” 


insurance Man Becomes Bank Ofiicial 

C. J. Timbers, for the past four years con- 
nected with the State Insurance Department of 
Wisconsin, has resigned to become vice-presi- 
dent of the State Bank of Highland at High- 
land, Wis. M. 
Merrill, formerly connected with the Insur- 


He has been succeeded by L. 


ance Inspection Bureau at Madison. 





THE SPECTATOR Thursday 











Time Tried and Claim Tested 


NORTHERN ASSURANCE COMPANY 
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Year Ending Income Assets Reserre ance in Force | Year Ending Income Assets Reserve ee te eee, 
Dec. 31, 1907.. $81,554.41 $144,097 .74 $17,146.15 $2,111,000.00 | Dec. 30, 1917.. $502,587.41 $1,476,709.80 $1,276,925.84 $15,310,526.69 
Dec. 31, 1909.. 142,852.98 256,481.26 115,236.25 3,906,648 . 00} Dec. 31, 1918.. 581,421.99 1,700,817 .67 1,511,766.69 17,615,381.91 
Dec. 31, 1911.. 216,065.89 420,443.12 271,811.34 7,056,630 . 84! Dec. 31, 1919.. 795,412.46 2,022,358 . 54 1,845,927.55 23,907,425.66 
Dec. 31, 1913.. 311,028 .20 676,046.68 531,439.87 10,077,462 .00)| Dec. 31, 1920.. 1,036,400. 16 2,521,388 .29 2,302,268.71 30,829,092 .85 
Dec. 31, 1915.. 379,082 . 24 1,021,784. 34 861,144. 86 12 4 ,185,019. 45 

“Achieve >m<e nts During 1920 
New Assurances Paid-for During 1920 (An increase over that of preceding year of 23%)......... 0. cc cc ccc ce cee ee ee ee ee eee eee eeeeeeeees $9,768,425.07 
Net Gain Over Same for 1919. : By aSIC sat ails bive solse tate trets oie gle Sus ns Oy 8 sale co anccugtvi-aira “when eee 91a, “ab ea ERC aba) ose S12al eeUk aha ane Ts Sere eer Sr ease 
Paid-For Assurance in Force Dec. OU ER ae Ait NN oe oo cra Cpe ond hi ow kea ok ona oun ete $30,829,092.85 
Net Gain for the Year (An increase in this item over that of pre ceding year of 10%).. Papeete eciea ty ioc a¥e male Buse ecanth ceca Tiea sag Taea eK oe eaeE oT are $6,921,567.85 
Pence tora wear aese | atin Over PECEMINg Veat G37) «5.6.66. 6:00e wcie.s «ce 4.6908 be gc4id bene drei G Award vlam alow namrnen nea ata~ gh wanes $1,036,400.16 














Prosperity Awaits You Here! ||/ INTERNATIONAL LIFE & 
THE SOUTH IS RICHER NOW IN OPPORTUNITIES zi TRUST COMPANY 








HAN IN YEARS. h h i 
a en TES ae: ee GENERAL OFFICES, MOLINE, ILL. 
THE tsi the nea the manufacturer need and are 


buying more insuranc An “Old Line” Legal Reserve Company, Issuing all the 


SOME CHOICE TERRITORY i in Texas and Arkansas for Standard Forms of Policies. Exceptional Opportu- 
Field Supervisors who can produce business and instruct Agents. scan ; 
Salary and commission. nities for Live Men. 


LOUISIANA STATE LIFE INSURANCE COMPANY $0. SAO A. JOHNSON 
H. CLAY BROWN, Supt. of Agencies, © SHREVEPORT, LA. President Sec. & Med. Dir, 


























Ever Hear of Alibi-e-tis? 


Alibi-e=tis is a disease. It trans= 
forms salesmen into Has=Beens. 


Improved Disability Provision 


Claim may be made as soon as disability occurs—no 
probationary period. But it is curable. 

Innoculation with Lincoln Life 
spirit has killed many cases of this 


dread malady. 


Payments begin immediately on approval of claim 
—no probationary period. 





Monthly | or ds lifelong, conditioned on per- Nearly every Lincoln Life officer knows the first symp= 
manence Of disanlity. toms of alibi=e=tis because he has carried a rate book 
Immediate waiver of future premiums—no wait- himself. He knows that if you are convinced of the 


worth=whileness of Lincoln Life ideals, and if you are 

: ; : schooled in your selling proposition, you are sure to reap 
Full amount of insurance paid when insured dies, tien wnetinniee: ait times aia 

without deduction for disability payments or for pre- 

miums waived. 


ing until next anniversary. 


Because every member of The Lincoln Life force is 
backing you with the spirit which cures alibi-e-tis, you 
This new disability provision brings the service of will find that it pays to— 
America’s oldest legal reserve life insurance company 
still closer to the needs of the insuring public. 











LINK UP()) with THE) LINCOLN) 


: The Lincoln National Life Insurance Co. 
The Mutual Life Insurance Co. “Its Name Indicates its Character” 


of New York Lincoln Life Building Fort Wayne, Indiana 
34 Nassau Street, New York Now More Than $160,000,000 In Force 


For terms to producing Agents address 
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Life Men Discuss Live Topics 


[Special Dispatch to THE SpectATor] 

SPRINGFIELD, ILL., Jan. 12.—The Life Under- 
writers Association of Springfield, IIl., held its 
regular monthly meeting and dinner on Satur- 
day evening at the Sangamo Club. The sub- 
jects for discussion were: “Life Insurance as 
a Promoter of Thrift,” “What Percentage of 
One’s Income Should Be Used for Family Pro- 
tection and What Percentage for Old Age Pro- 
tection.” 

Mr. F. R. Jordan, actuary of the Franklin 
Life Insurance Company, supplied some very 
interesting data regarding the two latter sub- 
jects, which brought out from the members 
quite a variety of opinions as to just what 
the percentage in each case should be. This, 
together with a general discussion of the thrift 
feature of life insurance, made the meeting of 
interest and value to all those present. 

The Springfield Association has doubled its 
membership during the past four months and 
now is one of the best and most active in the 
country, as well as one of the largest outside 
of a few associations in some of the chief 
cities of the country. The membership at 
present numbers almost one hundred. 


A NEW FIELD BOOK 


Characteristics of the Successful Life In- 
surance Solicitor 


This little book, by William Alexander, is 
unique. It does not explain life insurance or 
tell the agent how to sell it. But it tells him 
what his qualifications ought to be, and inci- 
dentally shows how these qualifications should 
be used and improved. In short, it reveals to 
the life insurance canvasser the secret of suc- 
cess. It describes the characteristics of the 
successful agent, and how those characteristics 
can be coined into money. Price, in card- 
board, $1.00; bound in red cloth, $1.50. 


La Crosse Underwriters Elect 

The La Crosse (Wis.) Association of Life 
Underwriters at its annual election of officers 
named as president H. B. Forseth of the 
Metropolitan. The local association, which is 
a branch of the National Association of Life 
Underwriters, now has a membership of fifty- 
two men, representing every life company oper- 
ating in La Crosse county and the six neighbor- 
ing counties which compose the La Crosse dis- 
trict. The ensuing year promises to be a busy 
one for the association in view of the fact that 
the Northwest Congress of Underwriters will 
be held in Madison in June and every associa- 
tion in Wisconsin is putting forth its best 
efforts to make this congress a big success. 


‘‘Mental Attitudes” in Life Insurance 

“Mental Attitudes” was the subject of a talk 
delivered by Thomas R. Hill, superintendent 
of agencies of the Provident Life and Trust 
Company, at a fish dinner conducted by the 
organization last week in Trenton, N. J. The 
function was attended by sixty-one insurance 
men of that city. Mr. Hill gave various rea- 


sons showing why insurance men were more 
successful than other men. 


He said that if an 





insurance salesman approaches a prospect in 
a deprecatory and apologetic manner the re- 
sult will be antagonism on the part of the 
prospect. Different attitudes of men with in- 
surance to sell will have different effects, Mr. 
Hill declared, and high ideals and a willing- 
ness on the part of insurance salesmen to be 
of service generally led to success. 

James W. Edgarton, as toastmaster, intro- 
duced Mr. Hill. Following the dinner, reports 
were made of plans for Thrift Week to be ob- 
served from January 17 to 24, inclusive. The 
Trenton Underwriters’ Association will supply 
speakers for churches and industrial plants 
upon request, and other plans for Thrift Week 
are under way. 


Southeastern Life’s $100,000 Club 

January 11 to 13 were the dates set for the 
meeting at Daytona, Fla., of the fifteen club 
members of the Southeastern Life Hundred 
Thousand Dollar Club. 

Those who qualified for club membership 
are: The three officers based on 1920 produc- 
tion, C. O. Milford, general agent, Greenville, 
S. C., president, with a total of 127 policies 
delivered with premiums amounting to $10,- 
966; A. B. Carson, Greenville, S. C., first vice- 
president, and J. N. Powell, Clio, S. C., second 
vice-president. Members, J. B. Aiken, Flor- 
ence, S. C.; W. M. Burney, Columbia, S. C.; 
J. A Murray, Asheville, N. C.; T. G. Poats, 
Spartanburg, S. C.; I. A. Calhoun, Kingstree, 
S. C.; F. W. Willis, Florence, S. C.; F. E. 
Brooks, Florence, S. C.; W. D. Fowler, Simp- 
sonville, S. C.; Lee H. Welch, Greenville, 
S. C.: C. J. Levy, Andrews, S. C.; Frank 
Pruitt, Anderson, S. C.; R. K. Davenport, Jr., 
Gastonia, N. C. C. W. Estes, vice-president 
and superintendent of agents, accompanied the 
men to Daytona. 

The above men paid for 67.7 per cent of 
total business for 1920, and are very optimistic 
regarding the outlook for 1921., 


Huge New Business of Equitable Life 

The new paid-for business of the Equitable 
Life Assurance Society of the United States, 
New York, for the year 1920 shows an in- 
crease of $100,000,000 in regular business over 
1919, a total for the year of $529,000,000, of 
which approximately $53,000,0co was group in- 
surance. The group insurance figure does not 
include insurance on new lives added to exist- 
ing groups, or the increase in the amounts of 
insurance on individuals within existing groups, 
involving approximately $160,000,000 of in- 
surance. 


Mutual Life of Illinois Foregathers 

The regular monthly meeting of agents of 
the Mutual Life of Illinois, held on Saturday 
last in Springfield, Ill, was a grand welcome 
to James Fairlie, the new vice-president, and 
an enthusiastic get-together for a big business 
year. The company closed the year 1920 with 
over five and one-half million of choice busi- 
ness on its books, which the agents at this 
meeting pledged themselves to increase to ten 
million by the close of 1921. 
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AUTO SITUATION CLEARED 





National Conference Meeting Brings. 
Harmony to Commission Question 





WESTERN REPRESENTATIVES STATE 
CASE 





Special Ruling by Governing Committce 
Allows Twenty-five Per Cent in West 
to Meet Competition 


At the two-day session of the National Auto- 
mobile Underwriters Conference held in New 
York last week, an agreement as to commis- 
sion rates in the various territories was finally 
arrived at. 

A set of rules had been formulated and 
agreed upon by the New England, Eastern and 
Southern conferences with but slight changes, 
but, due to the sharp competition of mutuals in 
the West, ‘members of the conference there 
were desirous of special consideration. Dele- 
gates from the Western conference were pres- 
ent to state their case. They expressed the 
belief that unless relief were given the West- 
ern conference might not be able to maintain 
its stability. 

After exhaustive consideration the meeting 
voted to vest in the governing committee, under 
the suspension rules, authority to deal spe- 
cifically with the situation in the Western con- 
ference territory. 

The governing committee immediately con- 
vened after the meeting and voted that upon 
approval by the executive committee of the 
Western conference the compensation to agents 
in Western territory should be twenty-five per 
cent, provided that coincident with the appli- 
cation of this rule rates upon business in the 
country districts and rates on city business 
should be adjusted to produce a loss ratio ap- 
proximating fifty per cent in each class. 

The matter of revision of rates is left to the 
committees having jurisdiction. Action in re- 
lation to Western territory was deemed 
essential as a measure to meet existing com- 
petitive conditions. All of these relief measures 
are held in suspense until such time as the re- 
spective organizations in the West assume the 
jurisdiction agreed to in their several meetings, 
and until approved and promulgated by the ex- 
ecutive committee of the Western Automobile 
Conference. 


Great Lakes Losses in 1920 

Marine disasters on the Great Lakes in 1920 
were notably fewer than in 1919. Shipping com- 
pany records show that during 1920 there were 
eight vessel losses and twenty-nine lives lost, 
against nineteen vessel losses and eighty lives 
lost the preceding year. The twenty-nine per- 
sons who lost their lives perished when the 
steamer Superior City sank in Lake Superior 
off Whitefish Point, on the night of August 20 
after a collision with the steamer Willis L. 
King. Other vessel losses in 1920 were: 

The Mary A. McGregor, fire; the J. H. 
Shrigley, abandoned; the Marion, fire; the 
Sarmon, sprang leak; the Mary Woolson, 
waterlogged; the Miztec, abandoned; the 














Prominent Agents and Brokers 

















LEON IRWIN & CO., Inc., New Orleans, La. 
) REPRESENTING 

American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartford _ Casualty Co. 

American Equitable Philadelphia Under- Indemnity Company 

British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 


Fidelity-Phenix 
Insurance Underwriters BROKERS’ LINES SOLICITED 


ACTUARY 
19 SOUTH LA SALLE STREET 
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Actuarial Actuarial 
J. H. NITCHIE W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 











NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLE- 
MANNIA FIRE OF PA. CAPITAL 
FIRE OF N. H. GEORGIA HOME 
OF GA. UNITED AMERICAN OF 
PA. 


P.B. DUTTON, MGr., ROCHESTER 


Telephone State 4992 CHICAGO 256 BROADWAY NEW YORK 
PAUL L. WOOLSTON W. R. HALLIDAY 
INSURANCE EXAMINER, CONSULTING 
ACTUARY AND ACCOUNTANT ACTUARY 
INSURANCE EXCHANGE CHICAGO 


MAJESTIC BLDG., DENVER, COL. 




















SOBRINOS DE EZQUIAGA 
ESTABLISHED 1821 
General Insurance Agents 


Box 351 


San Juan Porto Rico 


DONALD F. CAMPBELL 
CONSULTING ACTUARY 


76 WEST MONROE ST. CHICAGO 
Telephone, Randolph 918 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 














FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


810 to 813 Hume-Mansor Bidg., 
Kraft Building 


Indianapolis, Ind. 
Des Moines, lowa 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 BROADWAY NEW YORK 























J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. : c 
Temporary money advanced on strictly private 
arrangements. i 

All communcations held personal and confidential. — 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 


JULIAN C. HARVEY 
CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg.. OKLAHOMA CITY, OKLA. 


























Actuarial 


JNO. A. COPELAND 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 

















FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 


35 Nassau Street New York 





CONSULTING 
ACTUARY BURNS & SPEAKMAN, Certified Public Accountants 
124-126 HURT BLDG. ATLANTA, GA. ee icmenianel 
ABB LANDIS 


T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 


Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 
WASHINGTON, D. C NASHVILLE, TENNESSck 





10 Jackson Place, N. W. Independent Life Build, 























MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 








A. SIGTENHORST 


CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


Insurance Examiners and Adiusters 

















MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street CHICAGO 
Telephone Randolph 7684 











FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 


Telephone Walnut 3761 


BININGER & SIBLEY 


140 LIBERTY STREET NEW YORK CITY 


Phone Rector 8591-0538-0652 
INSURANCE ADJUSTERS 


APPRAISEMENTS 
INVESTIGATIONS—ADJUSTMENTS 


COLLISION 
FIRE—THEFT 
PROPERTY DAMAGE 
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Insurance Examiners and Adjusters 








LOSSES ARE ASSETS 


When handled with proper regard for 
their business building possibilities. 
Even an aggrieved claimant may hecome 
a friendly policyholder if impressed with 
the fairness of an adjustment. 


R. L. NASE, 

Adjuster for Casualty Companies 
1110 Mutual Bldg., RICHMOND, VA. 
Liability, Compensation, Accident 

and Health Claims 


TERRITORY: 
Virginia and North Carolina 

















Insurance Lawyers 








IRELAND 
GEORGE McILDOWIE & SONS, Attorneys-at-Law, Bel- 
fast, Ireland. Refer to Equitable Life, Mutual Life, New 
York Life, Metropolitan, Aetna Life, John Hancock Mutual, 
Illinois Life, Boston Mutual and American Consus at Bel- 
fast. Cables: MclIldowie, Belfast. 








Irancis J. Widlar, driven on rocks. The 
Widlar has been abandoned by her owners to 
the underwriters. 


Auto Collision Case in Court 

In a suit which has been started in the Dis- 
trict Court of Hoboken, N. J., the National 
Liberty Insurance Company of America seeks 
to recover $2g0 as damages from the Public 
Service Railway Company. The action arose 
out of a collision in which an automobile owned 
by the Mayor and City Commissioners of Ho- 
boken was run into and damaged on August 
30 last by a Hoboken trolley car. The insur- 
ance company held a policy onthe machine. It 
is alleged by the eompany that the accident 
was due to negligence of the motorman of 
the trolley car. 


Dock Workers Unprotected by Ohio Com- 
pensation Law 

Attorney General Price of Ohio has ruled 

that employees of dock companies unloading 

coal and ore from lake vessels are not protected 

the Ohio 

The Commission is without authority to dis- 


by workmen's compensation law. 
burse money from the workmen's compensa- 
tion fund to such employees killed or injured 
while at work, because the Attorney General 
holds, that the work is of a maritime nature. 


American Surety Issues Booklet 
A> booklet compiled to assist attorneys and 
the settlement of estates 
the 


counsellors at law in 
in New York State 
\merican Surety Company, New York. 

The the booklet 
classifies distribution 


has been issued by 
contained in 
the 


of those dying intestate, 


information 
all 


of personal property 


cases, including 


and also gives a table of transfer tax rates. 
Mutual Hog 


has licensed by the 


—The Suiate Insurance 
Springfield, Il,, 


surance Department. 





been 
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C. V. EVERITT TAKES CHARGE 


Branch Office of Fidelity and Casualty has 
Ncw Head 
Following the resignation of Charles Bell- 


inger as manager of the Metropolitan branch 
office of the Fidelity and Casualty Company, 
Gr Ve 


: IXveritt, vice-president of the company, 
will 


the 


handles accident and health, physicians’ 


take charge. of office. The office 
lia- 
bility and burglary insurance. 

Dr. Everitt went to the Fidelity and Casualty 
some twenty years ago as superintendent of 
the medical department. He was placed at the 
head of the accident and health department 
several years ago, and later became a vice-pres- 
ident of the company. 


The Principles of Surety Underwriting 


The third edition of “The Principles of 
Surety Underwriting,” which is a reprint, of 
the second edition of that valuable work by 
Luther A. Mackall, A.B., L.L.B., is now ob- 
tainable through The Spectator Company, 
New York. 


This useful descriptive and reference work 
embraces over 350 pages, and is fully indexed. 
The chapter titles of the book are: 

Fidelity Bonds; Public Official 
Court 


Bonds; 


Bonds; Court 
B 


Bonds—Credit 
Depository 


Fiduciaries ; 
Contract 
Bonds; Indemnity on Loss Instruments ; 


,onds— 
Guaranties : 
Sond 
Assignment of Accounts Receivable; Bonds 
Miscellaneous 
Bonds ; 


on 
Companies ; 
Internal 

Custom House Bonds; Indemnity to Surety. 


for Insurance 


Credit Guaranties; Revenue 


There is an introduction tracing the incep- 
tion and growth of corporate suretyship, and 
the table of 


divisions under each chapter head. 


shows numerous sub- 
Altogether 


this is a very valuable textbook and reference 


contents 


work in connection with the general subject of 
corporate suretyship, containing, as it does, 
annotations giving the law of the several States 


mn important points. The price of this hook is 


Qr- ee 
22.50 per copy. 


Agency Situation in Des Moines 


Des Moines are less 
turbed over recent action of the Travelers in 
the Baird- 


and putting 


agents more or per- 


taking their agency away from 


Taylor-Crawford-Lewis agency 


their Des Moines business in the hands of an 


office opened with a staff of company men. 
Che latter are experts in various lines and 
canvassing the Des Moines field. The 


Etna took similar steps a few months ago and 
he Southern Surety of Des Moines recently 
that business will be written 


through certain*designated agents. 


issued orders 


Mutuals to Fight Compulsory Auto 
Insurance 
The National Association of Automotive 


Mutual Insurance Companies voted at a recent 


meeting to oppose action by legislatures 


looking to compulsory automobile insurance. 


any 


It is believed by the members that such action 
would be a forerunner to State insurance. The 
legislation which would 


association favors 


regulate titles to cars and help to stop thefts. 


at) 
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Business Integrity 


is important when the life of your 
organization depends upon the 
prompt settlement of all reinsur- 
ance claims. 

Our Company offers attractive 
reinsurance in connecti.n with 
Compensation, Public and Gen- 
eral Liability, Accident, Health, 
Automobile or Burglary Risks 
backed by an excellent reputation 
for Integrity in its business deal- 
ings. 


AMERICAN 
REINSURANCE CO. 


HANOVER BANK BUILDING 
N & W ¥Y Ot eS 


panvessnonensusenenasecesel 061 
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BECOMES VICE-PRESIDENT OF NA- 
TIONAL SURETY 
Francis M. Hugo Associated With Business 
Development Department 











is M. Hugo, formerly Secretz of 
State of New York, has been appointed a vice- 
president of the National Surety Company. 
He assumed his duties as such last week. He 
s associated with the business development de- 


artment, in which position his wide acquaint- 


ance with public officials is expected to be of 

great ve 
Standard Accident Increases Capital 
The stockholders of t Accident 

f Detroit have capital 


le Standard 
: 1 ae 1, 
voted to increase the 


. gia aps 
stock of the company $1,000,000 to $1,- 





e ° 4 - 
transferring from surplus accu- 


} 


500,( CO, Vv 
mulated before March 31, 1913, $500,000 to the 
capital stock outstanding. 


The Accident 


Standard Was organized in 
1883, and has marched steadily forward, in- 
creasing its assets until to-day it occupies 
place of prominence among the great casualty 
companies. The annual statement will show 
assets as of December 31, 1920, considerably 


exceeding $13,000,000. 


Accident & Health Society of ! 





The annual meeting of the Accide 
Health Society of New York was sche 
for Wednesday evening, January 12. 
Myrick was expected to speak on lif 





ance, and H. W. Corey on industrial acciden 
and health insurance. 


B. M. A. A. Agents Meet 
The annual meeting of the Thousand Cl t 

the Men’s Assurance Company of 

America held in Kansas City last 


Business 
was 





Sixty-four salesmen ha 





year [Or 
1e herchi 7 h ~}34} ten mor +h + IN 
mem ersnip in the ciub, ten re tnan if 
previous year. The president, H. S. Me- 
Millen, had written 2425 points of health 
pecident business: the vice-pres t, N. 
Randall, 2378. The company has been writing 
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House-Cleaning Time Is 
Time for an | 


OSTERMOOR 


See this Model 
in our Big 
Showrooms 










“Built— 
not stuffed’’ 











This tabel is on every genuine 
Ostermoor 

If you want the best mattress made, though not the 
highest priced, come into our big showrooms and see 
this full-size Ostermoor. 6 ft. 3 in. long, 4 ft. 6 in. wide. 
Built—layer-wise, in the famous Ostermoor way —eight 
interlacing fibrous sheets of wonderful elasticity, hand 
laid and enclosed within a moisture-proof, dust-proof 
and vermin-proof tailor-made tick. Cannot bag, sag 
or lump. Never needs renovating. Lasts a lifetime. 


Mattresses, Cushions, Springs and 
Bedsteads—Priced Low oe. 


Whatever your requirements in bedding may 
be, don’t buy elsewhere until you have visited our 
big, modern showrooms and have examinedouren- 
tire Ostermoor line. Your visit will be decidedly 
worth while. Illustrated Descriptive Booklet € 
free, also samples of ticking. 


OSTERMOOR & COMPANY 


114 Elizabeth St. (Near Grand St. 3rd Ave. ‘“‘L”’ Station), New York 
Telephone No. 4 Spring 
Showrooms extend through the block to132 Bowery, adjoining Bowery Savings Bank 














BUSINESS INSURANCE 


A Concise Description of the Adaptation of Life 
Insurance to the Protection of Corporations, Business 
Firms and Individuals. 





By Forses LInpDsAy 


This is a book designed to aid the agent in acquir- 
ing the ability to formulate pluns to meet the needs 
of business firms and corporations for protection. 


Business Insurance Principles Illustrated by Typ- 
ical Examples drawn from Actual Experience. 


Price, in flexible binding, $1.50 per copy. 


THE SPECTATOR COMPANY 


Cuicaco OFFICE 135 Wittiam STREET 
INSURANCE EXCHANGE NEW YORK 














1921 EDITIONS NOW PREPARING 





INDISPENSABLE TO EVERY LIFE AGENT 


Twe Companion Pocket Publications 
Unequaled as Canvassing Documents 


THE STANDARD WORK ON PREMIUM RATES AND POLICIES 


The Handy Guide 


Premium Rates, Applications and Policies 
TWENTY=NINTH ANNUAL EDITION, 1920 


The only work giving complete premium rates and policy 
forms of 170 leading companies. 

The Handy Guide presents the facts concerning premium 
rates. surrender values, policies and applications of the active 
life insurance companies of the country. 

The book being alphabetically arranged, is self-indexing, and 
all of the matter relating to any one company is grouped to- 
gether. The volume also contains annuity rates, reserves upon 
various mortality tables and rates of interest, etc. 

Its value to every progressive agent is incalculable. 

In the many years of its publication The Handy Guide has 
maintained the highest reputation for reliability and complete- 
ness. 

Price, in flexible binding, $3.75 


Price, with thumb index, $4.00 


Vest Pocket 
Life Agents’ Brief 


1920 EDITION 


The most convenient work on premium rates, dividends, net 
cost, cash values and policy provisions. 

Premium rates for 125 companies shown at a glance. All 
companies listed under each age. 

Dividencs and Average Yearly Cost for 5 and 10 Year 
Periods. A new and valuable series of tables, showing divi- 
dends paid year by year for a period of ten years and the aver- 
age yearly cost for both fiveand ten year periods. Theschedule 
covers Ordinary Life, Twenty-Payment Life and Twenty-Year 
Endowment policies issued at ages 25, 35, 45 and 55. The 
arrangement of the tables admits of an instant comparison of 
dividends to policyholders and net cost, making it invaluable 
to the agent when comparing the figures of two or more com- 
panies, 

This edition of the Life Agents’ Brief also presents, for the 
first time, in compact form, the amount of annual dividends per 
$1,000 of insurance paid in the year 1920 on the three leading 
forms of policy contracts, viz.: ordinary life, twenty-payment 
life, and twenty-year endowments, issued during a period of 
five years. The dividends are given for ages at entry of 25, 
30, 35, 40, 45, 50,55 and 60. By aconcise form of arrangement 
the figures are shown in immediate contrast with the premium 
charged, so that the determination of the net cost is easily 
arrived at. 

Policy provisions clearly indicated for all companies under 
appropriate headings, including military and naval service 
clauses. 

Net cost shown for ten years of actual experience. No 
estimates or guesswork, 

Cash va'ues presented in most comprehensive form, 

The best and cheapest work for agents. 


Price, in flexible binding, $2.00. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE PUBLISHERS NEW YORK 
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Miscellaneous Insurance 
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life business also: since April; 1920, but life 
results did not count for membership. 

F. J. Fleming, who for four years had been 
president of the organization, stood ninth as 
a producer of health and accident business this 
year, besides writing about $600,000' of ac- 
cepted life business—$350,000 in the “B. M. A.” 
and $250,000 in another company before his 
own ‘company was issuing policies. All the 
objectives set up at the meeting in 1920, it 
was announced, had been reached. In life 
business, the company had announced expecta- 
tions of $2,000,000, and $2,591,000 was pro- 
duced. 


Maryland Casualty Starts Contest 


A contest, the winners in whith will partici- 
pate in a housewarming celebration at the com- 
pany’s new home office in the fall of 1921, has 
been started by the Maryland Casualty Com- 
pany of Baltimore. To win an invitation an 
agent or manager must secure the percentage 
of increase assigned to his club, these varying 
from ten per cent for the $1,000,000 and higher 
clubs to fifty per cent for the $10,000 club. 


Plate Glass Underwriters Meet 
The Plate Glass Insurance Exchange of New 
York has elected H. C. Hedden, of the New 
Jersey Fidelity and Plate Glass, chairman; 
F. S. Garrison, of the Travelers, vice-chairman, 
and C. E. W. Chambers, of the Lloyds Plate 
Glass, secretary-treasurer. 











COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 



































ON THE PERSONAL SIDE 














Arthur Worley, general manager of. the 
North British and Mercantile Insurance Com- 
pany, Ltd., has been knighted in recognition of 
his services to the British Empire during the 
war. He was made a Companion of the Order 
of the British Empire shortly after the war 
and now becomes Sir Arthur Worley. He 
directed all fire prevention work in the British 
munition factories during the war, having 
volunteered his services for this purpose. 


Charles Hoyt Smith, formerly connected with 
the Liverpool and London and Globe as East- 
ern manager, with headquarters at Albany, has 
tendered his resignation and will become mem- 
ber of the firm of Marshall & Sterling, Inc., 
at Poughkeepsie. 

Arthur D. Freyer has been appointed special 
group insurance representative of the Iowa 
agency of the New York Equitable Life. His 
headquarters are at Des Moines. 

Sidney W. Goldsmith has bought the interest 
of Leonard W. Ketchum in the New Rochelle 
Agency at New Rochelle, N. Y., of which he 
has been made president and treasurer. 

W. C. Thomas, for some time manager of 
the casualty division for Wallace M. Reid & 
Co., of Pittsburgh, has come to New York to 
accept a similar position with Flynn & Harri- 
son. Before going to Pittsburgh, Mr. Thomas 
was engaged in the insurance business in this 
city. 

W. L. Harding, on leaving the governorship 
of Iowa, will not return to Sioux City, but 
will remain in Des Moines as president and 
counsel of the Liberty Life Insurance Com- 
pany. 

Roy Heartman, of the Equitable of New 
York. has been chosen president of the Iowa 
Life Underwriters, Des Moines. O. G. Wilson 
of the Bankers Life is the new first vice-presi- 
dent: L. V. Clark of the Metropolitan. second 
vice-president; M. M. Deming of the Western 
Life, secretary and treasurer. 

Carroll L. DeWitt. agency superintendent 
for Fred S. James & Co.. was the chief speaker 
at the rezular meeting of the New Jersey Field 
Men’s Club at Newark on Monday of this 
week. He took for his subject “Good Fellow- 
ship.” 

Frank: L. Travis, Kansas Superintendent of 
Insurance, announced this week that he had no 
intention of resigning and that the rumor cur- 
rent since the turn of the vear to that effect 
was entirely unfounded. It is known that 
Colonel Travis has had several tentative offers 
from insurance companies to enter into lucra- 
tive business arrangements. 

A. N. McDougall has been made special 
agent for Michigan for the Roval Exchange. 
He was formerly associated with the Fidelity 
Phenix as traveling agent throughout that 
State. 

Rupert F. Frv, president of the Old Line Life 
Insurance Company of Milwaukee, Wis., met 
a bear the other dav. according to a generously 
displaved story in his home town paper. The 
storv has it that the bear took just one “slant” 
at Mr. Frv and then ran off at a terrific gait. 
while the recinient of the slant at once jumped 
in his car and disregarded the sneed laws until 
he reached not the bear but the shelter of his 
happv home. The humiliation of running away 
was bad enough, and that of having the story 
told sceptically on the front page of the news- 
poner next morning. with entirely irrelevant 
references to these days of freak legislation, 


31 


added nothing to Mr. Fry’s gaiety,.of spirit, 
but the evil genius which never permits un- 
fortunate happenings to come singly saw:to it 
that the story was printed alongside of a “lay- 
out” showing a young person in bathing cos- 
tume and unusually attractive in face and form. 
There are bears and bears. 


Alfred E. Duncan has been transferred from 
the inspectorship for the City of New York 
Insurance Company in the State of Indiana to 
Pennsylvania. He will be connected with 
Thomson Deer & Bros., general agents at 
Wilkes-Barre. 

Fred R. Holdfoot, State agent for Illinois of 
the North British and Mercantile, has resigned. 
His first work in insurance was with the West- 
ern department of the old Phenix of Brooklyn. 
He later became special agent in Illinois for 
the same company and remained in that capacity 
until he joined the North British forces. Al- 
though still a young man, he has been fortunate 
in investments and is planning to take a long 
vacation. 

Mrs. G. Brandwein in her first year with 
the New York Life paid for $531,500, a remark- 
able field acomplishment. It is believed to be 
the first time that any woman has secured dur- 
ing the first year of her contract a new paid 
business of this amount. She is attached to the 
company’s Grand street office, New York. 


Fred J. Breen, chief clerk of the National 
Board of Fire Underwriters, was ill for a few 
days last week, but was back on the job by Fri- 
day. 


R. F. Proctor Promoted 

Harry B. Sprague, assistant secretary and 
superintendent of the contract section of the 
honding department of the Maryland Casualty 
Company of Baltimore, has resigned to accept 
a position with another company. He is suc- 
ceeded by Ralph F. Proctor, C. E. 

Mr. Proctor has been with the company for 
eight years in the contract section, handling 
claims from the practical end and assisting in 
the underwriting, on numerous occasions hav- 
ing heen in entire charge of the underwriting 
of the section. He is a graduate engineer of 
Cornell Universitv, and for nine years was 
engaged in general engineering and contract- 
ing work. During the war he was commis- 
sioned a major and was promoted to lieutenant- 
colonel. He was in charge of the construction 
of Camp Meade, Md., and the Curtis Bay 
(Md.) ordnance depot. 

Alexander D. Cockey, who has been in the 
contract section for over nine years, has been 
promoted to assistant superintendent. 


James R. Young Succeeded by Stacey W. 
Wade 
On January 12 James R. Young retired from 
the position of Insurance Commissioner of 
North Carolina, after a service of practically 
twenty-two years. He will be succeeded bv 
Stacey W. Wade. who has served as chief 
deputv under Col. Young for the past ten years, 
and who was elected as Commissioner at the 
last general State election. 















“The Leading FIRE INSURANCE Co. of America” 
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WM. B. CLARK, President 


One Hundred and One Years of satisfactory 
dealing has developed for this Company its 
splendid reputation and great business 


Losses Paid over 


$183,000,000 
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THE GUARANTY LIFE INS. CO. 


DAVENPORT, IA. 












New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUGHERTY, Sec’y and Mor. 




















WANTED: PRODUCERS OF GOOD BUSINESS IN 
INDIANA, KENTUCKY, ARKANSAS, ALABAMA, 
FLORIDA AND GEORGIA. 

















LIBERAL COMMISSIONS AND UP-TO-DATE POLICIES 








Address C. D. RENICK, President 


INDIANA NATIONAL LIFE INSURANCE COMPANY 














| HOME LIFE INSURANCE CO. 
NEW YORK 
WM. A. MARSHALL, President 
The 60th Annual Statement shows admitted Assets of 
$37,780,735 and the Insurance in Force $185,755,819,—a gain 
for the year 1919 of over $27,000,000. The insurance effected 
during the year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policyholders during 
the year was over $4,388,000. 
For Agency Apply to 
GEORGE W. MURRAY 
Superintendent of Agents 


256 BROADWAY, 








NEW VORK 











THE FARMERS & BANKERS LIFE 
INSURANCE COMPANY 


Largest volume of Business—Greatest amount of 
assets—Largest yearly production of any Kansas 
life insurance company. Truly it 


LEADS THEM ALL IN KANSAS 
WICHITA, KANSAS 





Home Offices, 











WE WANT AGENTS 


INDIANAPOLIS, INDIANA 
to push our five=-pointenine policies. 

Excellent Iowa territory and liberal 

€ ‘contracts for men of good reputation. 

“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO: 


A. L. HART, Agency Mgr.. 
Home Office—Register Tribune Bidg.—Des Moines, Iowa 
























~ THE WOMAN’S BENEFIT ASSOCIATION 


OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892. 


Largest Fraternal Benefit Society of Women in the- World 


A **Millionaire’’ Fraternal Benefit Society 
The Rates are Adequate 
The Membership is over 230,0 
The Reserve Fund is more — *13, 000,000 
Its Business Standing is of the Best 
Gives Safe Protection to Women meee the Children of its Members 
Cares for its Needy Sick 
Its Reviews are Social and Welfare Centers 


Write for information to: 


Miss Frances D. Partridge, 
Supreme Record Keeper, 
Port Huron, Michigan 


Miss Bina M. West, 
Supreme Commander, 
Port Huron, Michigan. 








WANTED—THREE 


Three General Agency Contracts Open 


Northern Missouri—Illinois—Pennsylvania 
WRITE 
W. FRANK SMITH, Agency Manager 


AMERICAN NATIONAL ASSURANCE CO. 
St. Louis, Mo. 










‘Merchants Life Insurance’ Co. 


Des Moines, Iowa 





Agency opportunities in nineteen 
states 











WM, A. WATTS, President 




















